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Report of Research Bureau Shows 
Excellent Gain Over 
Last Year 


NOT FROM CITY BUSINESS 


Figures Show Improvement Not in 
Metropolitan, but Rural 


Districts 


HARTFORD, CONN., Feb. 24.— 
Sales of ordinary life insurance started 
the new year by making another new 
record for the United States in January, 
according to figures compiled by the 
Life Insurance Sales Research Bureau. 
The combined reports of the companies 
whose sales are reported through the 
Bureau showed a total for the country 
of $560,000,000, and as these companies 
do about 88 per cent of the total busi- 


ness, it is fair to assume that not far 
from $636,000,000 was placed in January 
on the lives of American residents. 


Was Greatest January 


The bureau’s files show that this is 
the greatest January on record, exceed- 
ing January, 1924, by 4 per cent and 
January, 1923, by 20 per cent. This 
volume of business shows that the very 
large improvement, which occurred in | 
December, has been maintained in Janu- 
ary, and most states in the Union con- 
tributed to the significant increase. 
Prosperity was indicated in such widely 
separated localities as Delaware with a 
gain over January, 1924, of 49 per cent, 
Nevada with a gain of 34 per cent, 
Arkansas with a gain of 31 per cent, 
Oklahoma with a gain of 25 per cent, 
Colorado with a gain of 21 per cent and 
Connecticut with a gain of 14 per cent. 

Taking the divisions of the country 
estimated by the Census Bureau, the 
greatest gain was in the west south cen- 
tral group, composed of Arkansas, 
Louisiana, Oklahoma and Texas, where 
we improvement was 23 per cent over 
January, 1924. The Pacific states kept 
up their remarkable record by showing 
4 gain of 11 per cent. 


Gain in Rural Districts 





_This evidence of prosperity was not 
Produced by the metropolitan districts, 
Y, Proved by the fact that in both New | 
‘ork City and Chicago sales were actu- 
illy less than a year ago. On the other 
hand, in both New York and IIlinois 
he districts outside the great cities did 
Materially better. 
F ‘f Steat farming states showed a 
wa fant return of improved conditions 
tana 7 by the following gains: Mon- 
a Nebo cent, South Dakota 14 per 
aa ebraska 12 per cent, North Da- 
me Per cent. In the south the re- 
by Ae almost uniformly good, led 
G = ama and Mississippi with gains 
tively per cent and 15 per cent respec- 
A further example of the remarkable 
rin which the American public is 
(CONTINUED ON. PAGE 11) 
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WAS FAMOUS AS A SPEAKER 


General Counsel of Association of Life 
Insurance Presidents Died Suddenly 
at Atlantic City 


NEW YORK, Feb. 26—Job E. 
Hedges, general counsel of the Associa- 
tion of Life Insurance Presidents, died 
suddenly in his room at the Chalfonte 
hotel, Atlantic City, Sunday. Mr. 
Hedges a year ago, while attending a 
dinner of the Inner Circle in New York 
City had a heart attack. He was pros- 
trated for some time, but recovered and 
regained his vitality. 

Mr. Hedges was a favorite at insur- 





JOB E. HEDGES 


ance gatherings. 
annual meetings of the Life Presidents 
Association. He was in demand at 
banquets and conventions where his wit 
and philosophy poured forth spontan- 
eously. Mr. Hedges was famous as a 
humorist, orator and political philoso- 


pher. In his talks he never told a 
stery. He relied entirely on happenings 
of the day, local incidents, personal 


slams, or events that transpired during 
the meeting or banquet which he at- 
tended to carry him along. 
Prominent in Politics 
Mr. Hedges was a successful lawyer. 
He stuck faithfully by the regular Re- 


publican organization of New York 
state. Owing to his versatility as an 
after dinner speaker, he was much 


sought after. It is stated that his repu- 
tation as a humorist was a handicap to 
his political career. He was twice candi- 
date for governor of New York, but was 
beaten in both elections. He coined 
many political epigrams that were based 
on sound philosophy. He was not 
taken sufficiently serious however by the 
voters. Mr. Hedges was a graduate of 
Princeton and was very loyal to that 
institution. He attended his class reunion 
at commencement time last June. He 
was the speaker at the banquet at the 
American Life Convention at New Or- 
leans last fall. 

Mr. Hedges remained unmarried until 


He always opened the | 


SECURES ENDOWMENT FUND 


| Senior Class of Princeton University 
Arranges for Its Twentieth Anni- 
versary Reunion Presentation 


| The memorial fund committee of the 
|}class of 1925 of Princeton University, 
has chosen the Prudential to underwrite 
|the class endowment insurance this 
|year. The Prudential was unanimously 
selected from six companies that were 
considered. Since 1916 each graduating 
class has taken out endowment insur- 
lance so that on the 20th reunion the 
| memorial fund is assembled to present 
| to the university as a class gift. The 
policies taken out this year are to be 
20-year endowment. Between March 9 
and April 9, each member of the class 
will be visited and the proposition will 
be put up to him to take out an endow- 
ment policy of approximately $250 to 
$2,000 according to what each can afford 
to pay. The Prudential was selected be- 
cause of its financial standing, its satis- 
factory net cost and its system of col- 
lecting premiums. 


Duffield Is Princeton Trustee 


It is interesting in this connection to 
note that President E. D. Duffield of the 
Prudential is a trustee of Princeton. He 
graduated with the class of 1892. His 
brother, H. G. Duffield, is treasurer of 
the university, and his father; the late 
Dr. John T. Duffield, for many years 
was head of the mathematical depart- 
ment. The committee appointed to:se- 
lect the insurance was selected by the 
senior council. 


Controversy Waged Last Year 





Last year the class of 1924 chose the 
New York Life. There was a great con- 
troversy over the method in which the 
insurance was written. The secretary of 
the graduate council of Princeton was 
the agent of record and wrote the busi- 
ness. The National Life Underwriters 
Association took the matter up, declar- 
ing that the business was diverted from 
the usual agency channels. President 
Duffield of the Prudential and others 
high in the business defended the course 
as being perfectly legitimate and logical. 
It is understood that the same plan of 
writing the business will be followed 
this year. 


Connecticut Mutual Sells Property 


The Connecticut Mutual Life property 
at the corner of Main and Pearl streets 
in Hartford has been purchased by the 
United States Security Trust Company 
of Hartford for $2,375,000. This is one 
of the biggest deals in Hartford and 
makes a new real estate record. The 
Connecticut Mutual a year ago decided 
to move its offices to Asylum Hill and 
join the other insurance companies 
going to the western part of the city. 


1922, when he was 60 vears of age. He 
then married Mrs. Ida Jane Dutton, vice- 
president of the League of Professional 
and Business Women and a well known 
welfare worker. In his banquet speeches 
where Mrs. Hedges was present, Mr. 
Hedges usuaily worked in some witti- 
(CONTINUED ON PAGE 24) 





| DEATH OF JOB HEDGES | PRUDENTIAL IS CHOSEN | WOODS MAKES STRONG 


TALK ON LIFE TRUSTS 


Agent Renders Service to Client 
When He Points Out 
Advantages 


| ADDRESS BEFORE BANKERS 





Pittsburgh Life Man Says Shrinkage of 
Both Large and Small Estates 
Is Astonishing 





NEW YORK, Feb. 25.—‘Help Ameri- 
cans die at par” was the keynote of the 
made Edward A. Woods, 
manager of the Equitable Life agency 
at Pittsburgh, at the meeting of the trust 
company division the American 
Bankers Association in New York. The 
first session of this conference was de- 
voted to a discussion of life insurance 


address by 


of 


| trusts, and several noted life insurance 


| cooperate in this work. 


men were in attendance. Mr. Woods 
pointed out that it is the function of the 
life insurance companies to create the 
estate, and of the trust companies to 
conserve it, and that the two should 
It is a 50-50 
proposition, and no sentiment is in- 
volved. It is estimated that only 10 
percent of all the life insurance in force 
is on the income plan. 


Shrinkage of Estates 


The shrinkage of estates at death is 
astounding. Mr. Woods presented stere- 
opticon slides to show: that the average 
shrinkage of $5,000 estates due to ex- 
penses incidental to the man’s death is 
37.5 per cent. On a $500,000 estate the 
shrinkage is 19 percent, and on $5,000,- 
000 estate, where the inheritance tax has 
become so heavy, the shrinkage is 24 
percent. The small estates are com- 
posed almost wholly of ready cash, but 
the shrinkage in case of these is serious 
because the widow needs every cent she 
has. In the larger estates the liquid 
assets are much smaller. The average 
cash content of the $500,000 estate is 3.8 
percent, and of the $5,000,000 estate is 
2.4 percent, which means that a large 
part of the choice securities must be 
sacrificed to pay for this shrinkage. 

Small Holdings Teo 


The situation is even more serious in 
the case of very small estates, as shown 
by an examination of 84 estates under 
$2,000, averaging $861. The shrinkage in 
these estates was 42.4 percent, leaving 
but a little more than half of the origin- 
ally small estate to care for the widow. 
In the case of the small estates it is 
largely personal debts and funeral ex- 
penses which eat into the estate, but in 
the large estate it is chiefly inheritance 
taxes and cost of administration. 

A hypothetical case has been worked 
out showing that it would be possible for 
a large estate to be taxed 294 percent by 
federal and state governments. In six 
large cities the average taxes on estates 
amounted to 25.9 percent. In 1920 on 
the entire amount of estates left, amount- 
ing to $8,785,641,889, the total shrink- 
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age was $1,384,546,497 and the death 
claims paid by ordinary and industrial 
policies were $349,963,594 leaving an ex- 
cess of $1,034,582,903 of shrinkage over 
death claims paid. 


Cost of Private Administrator 


It is sometimes argued that the private 
administrator is less expensive than the 
trust companies, but a survey has shown 
that this is a mistaken idea even in the 
case of very small estates. Mr. Woods 
conducted a survey in Allegheny County 
showing that on estates of $1,000 to 
$5,000 the shrinkage when handled by 
a private executor was 40.5 percent but 
when handled by a trust company was 
30.3 percent, and an estate from $5,000 
to $10,000 the shrinkage under the 
private executor was 38 percent and 
under the trust company was 31 percent. 
The administration fee was included in 
each case. Even the funeral expenses 
are about 3 percent less on small estates 
when the trust company is the executor. 
On estates from $1,000 to $5,000, the 
funeral expenses administered by private 
executors were 13.9 percent and admin- 
istered by trust companies were 10.8 
percent. In the face of these figures, 
it is surprising that in the same county 
of the total estates settled, only 17 per- 
cent were administered by trust com- 
panies and the other 83 percent by 
private executors, 

In order to get some idea of the dan- 
ger to which the widow who has re- 
ceived the lump proceeds of a life in- 
surance policy is subjected, the follow- 
ing blind advertisement was inserted in 
a paper. 


“$10,000 to Invest 


A widow lacking business experience, 
wishes to invest safely $10,000, the pro- 
ceeds of her husband’s life insurance 
policy, in some enterprise or securities 
of merit which will afford safety of prin- 
cipal and a reasonable income. Inter- 
views will be granted to those whose 
letters seem most promising.” 

Following are a few of the selected 
“unusual propositions” submitted. News- 
paper agency, $500 per month ; Interest 
in commercial hotel, 40 percent; Stock 
(promotion), $10,000 and principal'in six 
months; 5 patented articles, vice-presi- 
dent of company; Chemical company 
(stock), 2 percent per month guaran- 
teed; Stock in Chain stores, 18 percent 
guaranteed; Florida orange groves, 8 to 
30 percent; Asking interviews on propo- 
sitions yielding 100 to 300 percent; bank- 
ing business, 32 percent; Interest in coal 
and ice company, 25 percent guaranteed. 

This same advertisement has been 
run a number of times, and every time 
a large number of replies was received. 


Claim Lists Stopped 


Mr Woods said that life insurance 
companies have been compelled to stop 
publishing the lists of death claims paid 
because too many salesmen and pro- 
moters were using these as prospect lists 
and many widows were left destitute 
through unsound investment of the pro- 
ceeds of policies which their husbands 
had saved for years to provide. It is 
estimated that $1,000,000,000 a year is 
lost through investments which are not 
sound. 


Advantage of Trust Company 


If the husband creates an insurance 
trust instead of having the money pay- 
able to his wife he need have no fear 
for in actual practice the principal is 
never lost. The trust company can be 
given discretionary powers to handle the 
estate in accordance with the needs of 
the family, whereas the insurance com- 
pany, even if options for monthly in- 
come settlement is exercised can make 
no changes in the prescribed method, to 
meet the exigencies of the case. Mr. 
Woods said, further, that insurance com- 
panies are making practically no profit 
on proceeds of life policies left with them 
for settlement, and that it is to their 
advantage as well as to that of the 
insurers to turn the money over to a 
trust company for administration. The 
two institutions should cooperate for 
their own good and that of the public. 
There need be no jealousy between 
them, and no fear that the other is 





HAS MILLION : CAPITAL 


VOLUNTEER STATE’S ACTION 





Company Has Had Successful Career 
and Now It Has $75,000,000 Insur- 
ance in Force 





The Volunteer State Life has voted 
to increase its capital, from $800,000 to 
$1,000,000. This is the first life com- 
pany in the state to have a million cap- 
ital. The surplus over and above capital 
is $400,000. The increase in assets is 
$1,300,000. The assets now reach more 
than $9,500,000. The insurance in force 
has passed $75,000,000. The income is 
$2,750,000. The Tennessee, Indiana and 
Texas departments have just completed 
an exhaustive examination. Commis- 
sioner Caldwell of Tennessee in com- 
menting on the examination in a letter 
to President Patten complimented the 
company on its condition, investments 
and progress. The directors declared a 
dividend of 35 per cent, 25 per cent to 
be paid in stock and 10 per cent in 
cash. 

The company continued its practice 
of paying dividends on fully paid up 
policies, even though such dividends are 
not required by the policy contracts 
and were not contemplated when the 
policies were originally issued. 


START NEW BUILDING 


PLAN EXTENSIVE STRUCTURE 
Work Will Begin in Few Days on 
Home Office for Prudential 
15-Story Edifice 





NEWARK, N. J., Feb. 25.—Erection 
of the new administrative building of 
the Prudential, a structure costing sev- 
eral millions and covering an entire city 
block in Newark, will begin within a 
few days. This structure will be bounded 
by Academy street on the north, Bank 
street on the south, Halsey street on the 
east, and Washington street on the west. 
It is to be 15 stories tall and embody 
numerous features employed in the most 
modern construction to assure the maxi- 
mum in lighting, office efficiency and 
elevator transportation. . 

Pian Extensive Plant 


The building is to be of low granite 
base, with the upper stories in smooth 
finished limestone. It will not be as 
extensively carved on the facade as are 
the other buildings in the Prudential 
group in this séction of Newark, but the 
architect, Cass Gilbert, has so designed 
the structure that it will harmonize per- 
fectly with them. 
| . The operation involves more than the 








making too large a profit. The true 
economic ideal is to make the entire 
community prosperous, and to share in 
that prosperity. 

Can Render Service 


Many trust companies have given 
their endorsement to life insurance, and 
have even advertised it extensively and 
advised their clients to make use of it. 
Now it is the duty of the life under- 
writers to make a study of what trust 
companies can do, and to advise his 
clients to make use of this service. Last 
year 150,000 underwriters sold 3,357,761 
policies other than industrial. They 
could have rendered an immense service 
to their clients by telling them of the 
value of insurance and of the safeguard- 
ing of the insurance which trust com- 
panies offer, as well as the greater econ- 
omy in administering estates. 

Life companies vary as to the practice 


of making their policies payable directly 
to the trust company, and the joint com- 
mittee of life underwriters and trust 
company representatives is working on 
this at present to secure uniformity. Mr. 
Woods said that an attempt is being 
made to have all policies payable directly 
to the trust company itself without even 
the word trustee.. Under the present 
system, if a man has policies in different 
companies varying as to beneficiaries 
and in other ways, he may experience 
some difficulty when he attempts to as- 
sign them all to the trust company so 
that they will be handled uniformly. It 
is hoped that this situation can be 
remedied in the near future. The best 
way to avoid this is to have the policies 
made payable to the trust company in 
the first place, and to give the trust 
company full power to handle the funds 
as it sees best according to the condi- 
tions that may arise, 
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The accompanying chart was pre- 
sented by Edward A. Woods at the 
meeting of the trust. company division 
of the American Bankers Association. 
It shows the average shrinkage of es- 
tates of various sizes. The distance be- 
tween the base line and the first graph 





line represents the shrinkage to pay 
personal debts; the distance from the 
first to the second line the shrinkage due 
to administration, and that between the 
second and third lines the percentage 
used to pay taxes. Mr. Woods’ chart 
gives a graphic illustration. 








rearing of the structure itself. 
dential has a building now at the north. 
west corner of Bank and Halsey streets 
and this, with extensive alterations 
is to become a part of the ney 
building. To make this possible, ; 
will be necessary, after the new section 
of the block square building has bee 
completed, to remove the offices noy 
occupying the old building into the ney 
one and so alter the former that it wij 
synchronize with the entire plan. This 
will be done by removing the ty 
stories and roof above the eighth floor 
and merging the top of the building 
with the architect’s plans. 

It is estimated that more than 60m 
tons of steel will be required to com. 
plete the structure, which will contais 
approximately 10,000,000 cubic feet. The 
floor space will be about 35,000 square 
feet to each floor, exclusive of that occv- 
pied for stairs, elevators and rest rooms 
The block on which the building wil 
stand measures 280 by 168 feet. 


Many New Features 


There are numerous features of th 
structure that will make it particulary 
appropriate for business activity. The 
elevators and stairs are in the center 
of the building, with the corridors on 
the main floor bisecting the building in 
both directions. The offices on th 
upper floors run around the center 
shafts, thus giving a maximum of light 
to the workers. Some of the space on 
the main or street floor will be leased 
to outside organizations, but all the 
upper floors will be occupied exclusively 
by Prudential employees. 

The recreation and health of the 
workers has not been overlooked by the 
architects. On the 13th floor there will 
be a recreation room and on the 14th 
a sizeable gymnasium, 100 by 50 feet 
This will be covered by a skylight ¥ 
by 47 feet and there will be a spectators 
balcony around it. On the room d- 
rectly above there will be an outdoor 
running track. The most modern gyn- 
nasium equipment, including shower 
baths, will be provided. 


To Be Fireproof Throughout 


Particular attention has been given to 
the fire hazard in the planning of the 
new structure. It will be provided with 
sprinklers on the main floor and in the 
basement, but above the street there is 
no necessity for this precaution for the 
sole reason that there will be nothing 
in the structural process of inflammable 
material. The only wood to be 
will be found on the floor of the gyms 
sium, and that will be backed by com 
crete. All the other office floors in the 
building will be of cement, with line 
leum covering and the corridors will be 
either of terrazzo or some other equally 
durable material. The first floor co 
ridors will be of travertine. , P 

Window frames and sashes will me 
bronze, the partitions, the lockers 
be. of steel, reducing the fire hazard ° 
a minimum, and on the Bank and _ 
emy streets sides of the building 
windows will be glazed with wire gia 
due to the narrowness of those - + 
oughfares and the proximity o = 
buildings. Another precaution aga ~ 
this menace are four enclosed stairway> 


Advertising Conference Meeting 
25.—The 195 


NEW YORK, Feb. 
summer convention of the ee 
Advertising Conference will a City, 


Briarcliff Lodge near New *° soot 
June 8-10. This location was i 
as a result of a mail ballot take it 
the entire list of members. . o. 
has always been the desire of t . ais 
ance Advertising Conference to th the 
summer meeting in conjunction wi : 
Associated Advertising Clubs 0 
World, the meeting of th 
this year be held at Houston, 
location so far removed 
of the conference’s activ 
thought better policy 
where where more men 
tend. 

It was announced that J. G 
secretary of the Royal rey 
been appointed chairman of po 
committee for the Briarcliff m 


ities t ; 
to mee i 
sbers could a 


. G, Mass 
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ling wil LOUISVILLE, KY., Feb. 26.—Four 
dditional directors have been named 
y the Inter-Southern Life, bringing 

s of the e total number of directors to 24, or 

rticulariy ne less than the by-laws call for. The 

» inth new director will be named at 

idors on future meeting. Eight new names 

ilding in pave been added over the past two 

on be veeks. The four most recent additions 

> center 


re Col. C. C. Mengel, president Mengel 
o., Louisville, a large lumber and box 
oncern; J. Graham Brown, head of 
. FP. Brown & Sons Lumber Co., 
nd of the Brown Hotel Co.; T. Bert 
Vilson, vice-president Louisville Gas & 
lectric Co., Byllesby controlled or- 
ganization; and Benjamin  Seeling 
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the 14th Masher, attorney and connected with 
50 feet. M™umerous enterprises. Previously the 
light 20 frames of James B. Brown, of the Na- 
ectators’ Monal Bank of Kentucky; J. -C. Stone, 
oom di- Mepresident of the Burley Tobacco 


rowers’ Cooperative Association; Ed- 
ward J. O’Brien, Jr., tobacco brokers 
and exporters; and Walter I. Kohn, of 
the department store of Herman 
Straus & Sons Co., were added. James 
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oe B. Brown is chair f ‘ 
; man of the board. 
we te Audit Is Started 
ded with A complete audit of the Inter-South- 
id in the Hern Life was started this week by 
there is Ernst & Ernst, accountants of Cincin- 
1 for the nati, under direction of S. M. Saufley, 
nothing Minsurance commissioner of Kentucky, ai 
ammable the request of the company, and also 
be used Hof some small stockholders, who have 
, gymna been making some accusations, which 
by cot- appear to be unfounded. 
rs in the Hi On Wednesday, Feb. 18, at the com- 
ith = pletion of the trial of James R. Duffin, 
5 will . President of the Inter-Southern Life 
r equallY Hand also of the Attorney’s Mercantile 
oor co HiAgency Co.. a collection agency, in 
a ied ~~ Mr. Duffin was alleged to be 
too ity of violating the statutes in hold- 
ont to ."P collections over periods of from 
ara ad- Mc’ Months to several years, Judge 
nd Aca - Field, of the Jeff circui r 
‘ing the whe > i eferson circuit court, 
re gis Mion ruling suspending Mr. Duffin 
se thor: fon Practicing law over a period of 
year 
of othe HE This decision w 
against I «o,, Bie — was rendered orally as 
airways Ti in the ‘anh yarn had been concluded 
4 Say day's trial. The proceed- 
oting Crit tage a in January by W. 
. » assistant commonwealth’s 
he 18 Mfitorney. on information filed in the 
nsurance ee of affidavits by W. L. Martin 
held 2 wis M. Everman and others, consti- 
rk City Betting a faction that has been hostile to 
7. t. Duffin for some time past. _ 
While it Took No Active Part 
e Inset rei toughout the hearing Mr. Duffin 
hold its ~ that he had no active part in the 
with the HB "’nagement of the collection agency 
of © : ing president of it, but the man- 
ody Wi et being left to his brother and 
Texas, # —_ Mr. Duffin stated that he had 
e con oy Ane salary since 1921, but at var- 
t it — had loaned money to the 
ould at Dutt Court took the stand that Mr. 
Mays a Was responsible ig! = annines 
z, nal - r its actions 
sity, bas . oy . aoe not taken aii 
pro - aily management, he was 
eeting: court | haa "2 for its actions. The 





Duffin was guilty 








HOT FIGHT IN TEXAS 
ROBERTSON BILL UNDER FIRE 


Leading Insurance Men of State are 
Against Amending of Present 
Law 


AUSTIN, TEX., Feb. 25.—The Wirtz 
bill, which seeks to repeal the compul- 
sory investment feature of the Robert- 
son insurance law, has been made a 
special order for consideration in the 
Texas senate on Feb, 27. The bill was 
favorably reported by committee two 
weeks ago. 

While the fight to amend the Robert- 
son Insurance law is raging in the legis- 
lature, proponents and opponents of the 
propostion are lining up for the final 
struggle in all sections of Texas. The 
fight now being staged in Texas is the 
hottest in many years and no one is even 
prophesying the outcome. 

Eight years ago when the fight to 
amend the Robertson law so as to per- 
mit the return of the companies which 
withdrew when it was enacted seventeen 
years ago, was on, the daily papers of 
the state were opposed to changing the 
law. 

Insurance Men Against Amendment 


Today the leading dailies of the state 
are editorially espousing a change in the 
act to permit the return of the com- 
panies which withdrew. 

The insurance men in Texas are all 
lined up against the amending of the 
law. Orville Thorp, Tom Vardell, Harry 
Seay, E. Greenwood and many 
other leading insurance men of the state 
have been in Austin fighting the bill. 
The executive committee of the North 
Texas Association of Life Underwriters 
this week was out with a statement en- 
dorsing the present act. In other sec- 
tions of the state the insurance men, 
representatives of local companies and 
representatives of out-of-state compa- 
nies, have been outspoken against amend- 
ing the law. Politicians have been drawn 
into the fight and a considerable amount 
of lobbying on both sides is going on at 
Austin. 

Arguments Pro and Con 


Proponents of the plan to amend the 
Robertson act say the return of the 
companies to Texas, and they declare 
the companies have announced they 
want to return, will put a million dollars 
in cash in the treasury in the nature of 
back taxes and at the same time bring 
a half billion to Texas for investment. 
They claim this will reduce the interest 
rates and that the return of the big com- 
panies will bring proper competition in 
the insurance business and reduce the 
premium rates. . 

Opponents of the bill declare the com- 
panies withdrew of their own accord and 
that if they want to return let them com- 
ply with the provisions of the Robertson 
law. Masses of figures and insurance 
data are submitted with arguments for 
and against the measure. 








of gross negligence in the management 
of the collection agency, but something 
considerably less than criminality. The 
court held that Mr. Duffin had not lived 
up to the demand of his legal duty as 
president of the corporation and as a 
lawyer. In fact the only blame at- 
tached to Mr. Duffin was that of negli- 
gence. 

It has already been announced that 
Mr. Duffin will appeal the case to the 
higher court just as soon as his lawyers 
can file the records. Judge Field held 
that the case carried no evidence of 
criminal intent on the part of Mr. Duf- 
fin and that disbarment is not as a 
punishment to a lawyer, but as protec- 
tion to the public. Local lawyers con- 
tend that there is no law to cover sus- 
pension, and that.a lawyer who is guilty 
must either be disbarred, or released, 
and that, it is said, will be the point 





brought out on the appeal. 


URGES GREATER CARE 
THREE THINGS TO FIND OUT 


James Elton Bragg’s Good Talk on 
Program Insurance Before Boston 
Sales Congress 


James Elton Bragg, assistant to 
Charles B. Knight, general agent of the 
Union Central in New York, in speak- 
ing before the recent sales conference in 
Boston used “Program Insurance” as 
his topic. 

Mr. Bragg opened by quoting the re- 
sults of the writing of a very extended 
and special case of program insurance, 
covering many details of special needs. 
He advised the men not to talk tech- 


nically. 
Agents Over-Sloganized 


He also declared that some of the pop- 
ular slogans of insurance were overdone, 
that too many agents relied on them and 
went no further, such as “If you earn 
$5,000 annually, you should take out 
$100,000 insurance to secure that same 
income for your widow,” a thing im- 
practicable in many cases, or to put 10 
percent of one’s earnings into hie in- 
surance. They didn’t mean anything, 
except as generalities. The policy had 
to fit the particular needs of the man 
being written. No formula will work 
for everyone. The agents were over 
“sloganized,” and used slogans to take 
the place of thinking. There were three 
things vital for the agent to find out 
(1) If the prospect needed insurance (2) 
How much he can reasonably buy and 
(3) How to dispose of the proceeds. 
Materials to take care of the needs of 
the prospect were in the rate books and 
had been for years and should be studied 
out in the office. It doesn’t require a 
genius to apply them. Agents need 
to get out of the rut they have been in 
of forcing sales and not serving special 
needs. Agents should have skill, skill in 
the knowledge of the mechanics of life 
insurance, of selling devices and in 
human life. Policies are just ways of 
distributing the money of life insurance. 
An agent ought to know how the money 
is gathered and how distributed. Life 
insurance is just a note given by a cor- 
poration. It is a time note if you like, 
a demand note if you die. You can 
give different mixtures of those two 
kinds of notes. When selling program 
insurance you are not selling money but 
a home and necessities and comforts. 


Uses Striking Example 


He spoke of a method he used in 
calling on a business man. He would 
ask the man to change chairs with him. 
Then the agent would say: | am sitting 
where your widow or your executor will 
sit some time when you are gone and 
I want you to look over my shoulder 
and see what your widow or executor 
will find. The agent then took a blank 
piece of paper and tore it up into bits, 
each piece taken off representing some 
call upon the estate of the man, for bills, 
taxes, mortgages, etc., until he got down 
to what was left for the family and this 
was divided among the widow and 
children, the remaining portions being 
inconsiderable. All people are human 
and don’t like to talk: about anything 
relating to their death. The agent must 
anticipate every reaction of his prospect 
and meet it intelligently and tactfully. 
The prospect must be shown that life 
insurance means sacrifice. Put up life 
insurance in an interesting way, discuss 
the things the man is interested in ac- 
complishing, get his confidence and his 
interest. Show the man a sample of 
how you have arranged a program for 
someone else. Weld his unrelated in- 
surance policies together into a program. 
If he will study it he will convince him- 
self. 


Walter H. Breckhaven of the New 
York office of the Alfred M. Best Com- 
pany has joined the Chicago office to 





work with Manager Smith. 


ILLUMINATING TALKS _ 
AT SALES CONGRESS 


Over 800 New England Life 
Underwriters Gathered in 
Boston for Meeting 


PROGRAM IDEA IS FEATURE 


Boston Association Host to Life Men 
on Feb. 20—Company Officials 
Also Present 


BOSTON, MASS., Feb. 25.—More 
than 800 life underwriters from practi- 
cally every state in New England gath- 
ered in Boston for the annual sales 
congress. The Boston Life Underwriters 
Association was the host and its guests 
included the New England Women’s 
Life Underwriters Association and mem- 
bers of associations in Portland, Me., 
New Hampshire, Vermont, Fall River, 
Mass., New Bedford, Mass., Springfield, 
Mass., Worcester, Mass., Lowell, Mass., 
Providence, R. L., and Hartford, Conn. 

Inspirational talks featured the open- 
ing and closing numbers of the program 
and interspersed were a number of ex- 
cellent addresses as well as snappy sales 
talks. The general topic was “Program 
Underwriting” and the idea was the 
underlying thought in most of the ad- 
dresses. 

Program Well Handled 


Lloyd K. Allen, president of the Bos- 
ton association, presided over the con- 
vention and kept the program humming 
throughout, careful attention being paid 
to the schedule of short snappy talks. 

Robert H. Clark, a general agent of 
the John Hancock in Boston, was se- 
lected to give the opening inspirational 
talk. Underwriters would be successful 
only in proportion as they kept alive and 
preserved the continuity of the associa- 
tion. The underwriters had come to 
the congress to listen to men who had 
taken time away from their busy life to 
give the day to the cause of insurance. 
It was incumbent upon those present to 
give deep attention to the speakers. If 
the underwriters sought the solution of 
their problems they should gather to- 
gether those positive qualities they pos- 
sessed and develop them all to the st 
of their ability. If they had faith in 
themselves, their fellows and their com- 
panies, feared their own conscience 
rather than the ridicule of men, they 
would build up the association and ad- 
vance the cause of civilization in the 
great work they were doing. 

Insurance Comiasioner Speaker 


Commissioner Wesley E. Monk spoke 
on “Cooperation Between the Insurance 
Department and Agents.” After speak- 
ing in brief of the formation of the in- 
surance department of Massachusetts, 
the first in the country and something 
of its work, he said: : 

“Life insurance has been woven into 
the very woof and warp of our social 
fabric, and the attitude which you 
agents take towards your great onper 
tunity for the public service in which 
you are engaged will determine how 
much greater will be the importance in 
our society and civilization of the insti- 
tution of life insurance. 

“I presume \that most of your are of 
the opinion that we have too many laws 
regulating not only your business but 
other kinds of business, but, gentlemen, 
those laws as well as most enactments 
for the regulation of human conduct 
have become necessary because of the 
failure of the few to respect and practice 
the fundamental virtues, taught by our 
moral and ethical codes, and just so 
long as you have associated with you 





in your fine profession those who are 
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Specializing in Advisory Work for 
Insurance Companies 
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| Methods Personnel © Modern Office Planning 


Main Office—40 Rector St., New York 
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We have opportunities for Agents in 
Arkansas, Illinois, lowa and 
Minnesota 


International Life & Trust Company 
Home Office: MOLINE, ILLINOIS 


willing to overstep the bounds or to do 
things that the great majority would not 
countenance, just so long will there be 
agitation for further curtailment of free- 
dom of action by the public at large. 


Cooperate in Educating Public 
“Of course no man or body of men 


can compel or force complete honesty 
of purpose in the life insurance or any 


4 other insurance business, but by our co- 


operative efforts we can help in the edu- 
cation of the public, the promotion of 
upright and honest dealing, the aiding 
and assisting of those agents who realize 
that they are in a sacred calling, the 
correction of those who make mistakes 
of mind and not of heart and the sure 
punishment of those who wilfully vio- 
late their trust.” 

“The Greatest Thing in the World” 
was the topic which came next on the 
morning program with Miss Louise 
Hall of the Boston office of the Massa- 
chusetts Mutual Life as the speaker. 

Charles C. Gilman then gave a dem- 
onstration of the “Walk and Talk” idea 
which has been a feature of Boston As- 
sociation programs, originating with the 
Ganze idea of the definition of insurance 
“Walk a little, and Talk a little.” He 
presented four speakers each of whom 
gave a typical closing or selling talk of 
five minutes each. 

Earl W. Braley of Manchester, N. H., 
told how he used a folder for each pros- 
pect, following the program idea. Very 
often, in fact generally, he found the 
prospect deeply appreciative of the in- 
tensive study which had been made of 
their particular case. 

Jed Jones of Providence, R. I., opened 
by stating that within a few weeks he 
had handed a Boston doctor $10,000 
which had come due on an endowment 
policy. Three weeks after he went to 
the doctor to solicit more insurance and 
was told by the doctor he had no money 
to buy insurance, that the $10,000 had 
gone into a scheme which had failed 
inside the three weeks. It was the duty 
of the agents to see that policy awards 
were so secured that they could not be 
immediately dissipated. 

Good Talks by Agents 


Ernest L. Giradin of Worcester, 
Mass., urged the agents to be prepared 
to serve. He thought most of them 
were not and were too dependent on the 
rate book, with no program. 

Bert Swift of New Bedford demon- 
strated how he lived up to his name. 
He did all his business in his own office, 
bringing the people to him by judicious 
and consistent, \persistent advertising. 
He used the daily newspapers, and kept 
a certain space in a conspicuous place in 
the paper. 

James Elton Bragg, insurance instruc- 
tor, of New York, was the closing 
speaker of the morning and he spoke on 
“Program Insurance.” 

Deputy Insurance Commissioners A. 
E. Linnell and W. C. Richardson and 
Commissioner of Savings Bank Life In- 
surance George I. Barnes were guests at 
the luncheon. 

The afternoon program opened with 
the presentation of the insurance playlet 
“The Heart of the Estate” which was 
splendidly given by a cast from the 
Boston Association, 

Then Edward I. Brown introduced an 
innovation, the presentation of the new 
members of the association taken in dur- 
ing the past year. Some 140 new mem- 
bers of the Boston association were 
called to the platform and introduced in- 
dividually by name and given a fine 
reception. 

Alexander T. Maclean, assistant actu- 
ary of the Massachusetts Mutual, gave 
the first afternoon address upon “Settle- 
ment Options.” He advised that all 
insurance should be sold on the income 
plan and that lump sums should almost 
never be advised or permitted. The aver- 
age salesman is not himself sold on the 
income plan insurance. Larger policies, 
fewer lapses occurred in income insur- 
ance writing. 

Company Official Speaks 


Frank H. Davis, agency vice-president 
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AETNAIZERS IN DE 


CLEGG AND HART SPEAKER 





Notable Addresses Given at Meeting g 
J. Stanley Edwards’ Rocky 
Mountain Agency 





DENVER, COLO., Feb. 25.—Johny 
Clegg of Philadelphia, president of % 
National Association of Life Underwm 
ers, and Hugh D. Hart, New York (j 
manager for the Aetna Life, remained, 
Denver Saturday for the annual meetig 
of Rocky Mountain Aetnaizers, folly. 
ing the annual sales congress of (yj 
rado life underwriters. 

J. Stanley Edwards, manager of ty 
Rocky Mountain agency, opened 4 
Aetna meeting with an address of wa 
come to the guests from the east a 
more than 70 agents in attendance 
President Clegg, who is himself a be 
personal producer, doing  $1,00q 
yearly business, told the Aetna agen 
many incidents of his long career in 4 
life business. 


Old Methods and New 

Mr. Hart discussed “Selling Life |p 
surance, the Old Plan and the Neg 
“Characteristics of the old plan w 
chiefly these,” he said. “Men sold pol 
cies in crazy-quilt fashion, the obje 
being to plasterathem down wherev 
they could be made to stick, without 
gard to system or fitness. Misrepre 
tation only too often entered into ¢ 
sale. Men sold for the commission 
the ‘I’ attitude rather than the ‘you'd 
titude dominated. Policyholders wa 
regarded as mere customers, not client 
Interviews were longwinded and bas 
upon the principle of outtalking 
client. The entire carrying on of bu 
ness was done with an appalling ig 
rance of life insurance and its vari 
uses on the part of the salesmen. Hig 
pressure tactics were employed. 


Now on Service Basis 


“Under the new plan, the agent sed 
to fit the policies he sells to the ned 
of those they are designed to protect. 
scrupulous devotion to truth and # 
highest ethical standards prevail. | 
adopting the service principle ram 
than the selling plan of former days,! 
us not forget the power of salesmans 
Let it not become a lost art. Le 
merge the best of the old methods ™ 
the best of the new,” he said in cont 
sion, “and thus give to this new day 
life insurance that is dawning, the t 
to be known in economic history 4 
golden age of life insurance.” 

Agency Made Fine Record 


Mr. Hart addressed the afternoon * 
sion on “Getting New Business by ¥ 
cularization and Telegraph,” and 5 
again on “The Case for the Aetna Li 

Talks by agents and _ various 
demonstrations featured the mec 
Manager Edwards announced that 
new paid business for this #% 
amounted to $3,741,008 in 1924 as 2a 
new paid business of $2,173,901 m ™ 
He called on all connected with. 
agency to remember the slogat, * 
Millions Paid for in 1925.” 


closing speaker. He said he appreciates 
potential as well as the actual fore 
the gathering of 800 men and W® 
before him. He wondered, how 
how many of the agents were ai 
sold on their own proposition. 
agents sufficiently realize their value 
importance as ambassadors of S€ 
His topic was “Where are you 6% 

He was not telling but asking 

agents. Unless the present meeting! 

added to the status of the agent be 

wasted his time in attending. If 4! 

could not get bigger results, f 420 
vision, increased possibilities out °° 

a meeting, if his batteries © 


recharged, his time was waste 
agent should do better every. yeat — 


in the last. 
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DEAR MR. SALESMAN: 


Is your order in for your 1925 LITTLE GEM LIFE CHART 
and UNIQUE MANUAL DIGEST? 








February 27, 1925. 
Dear Mr. Salesman: 


Is your order in for your 1925 Little Gem Life Chart and Unique Manual Digest? There 
are definite reasons why these statistical books are leaders in their field among life 
insurance salesmen who must have accurate ‘and complete data on policy conditions, premium 
rates, surrender values, dividends, net costs and financial strength. They give information 
that other books do not give—yet, at the same price. 


The LITTLE GEM LIFE CHART shows EIGHT AGES OF DIVIDENDS where its leading competitor 
shows but four; it shows THIRTY MORE OF THE LEADING COMPANIES, and it is first each year 
in the field with a five-year financial and insurance exhibit (covering twenty items) on 
264 companies, a LITTLE GEM FEATURE NO OTHER VEST POCKET BOOK OFFERS; likewise, it gives 
e 10 years’ dividends on 10 and 15 payment life and 10 and 15 year endowment policies, For 
these and other reasons, the Little Gem is the field man’s favorite. If you are not already 
well acquainted with it, a study of its fine qualities will surprise you. 


The UNIQUE MANUAL DIGEST shows complete data on 277 COMPANIES. It has many things 
not usually found in other books; Abstracts from annual statements (59 items on each com 
pany); complete summary of all policy forms and company practice, including all the privi- 
leges, options and limitations, with disability and double indemnity provisions; it shows 
three sample rates for every policy issued by every company and complete data for the 
unusual policies, with special treatment of income policies; annuity rates, paid up and 
term dividends. Dividend showing; and costs are analyzed, at 7 ages, and for 5, 10, 15 and 
20 year periods; 1925 dividend schedules for as many as 30 policies per company are 
included. There are over a hundred pages of reserve, interest, mortality and other tables. 
Another valuable feature is the special department giving a resume and general information 
regarding all the legal reserve companies now in business; with a record of those that have 
been retired since 1909, together with a statement as to what became of the business. 


Do you know where you can get such a fund of facts in one book at any price? It can’t 
be done—for no book has ever been published that has ever attempted to give the same 
service as the Unique Manual Digest. And it is so carefully indexed that any item may be 
located at a moment’s notice. 


We recommend that you purchase both books, for they fulfill different functions. The 
Little Gem is for ready reference on the larger companies, while the Digest is for more com 
plete and critical analysis on all companies. The latter is especially useful for the 
agent who is detached from a central office. The Little Gem, because of its low cost and 
its peculiar adaptability in supplementing the agent’s rate book; made such a hit during 
1924 that our edition was sold out months ago and we were unable to fill late orders; so 
get in your order at once. 


You will be given the benefit of YOUR COMPANY’S QUANTITY PRICE. We ship in the 
sequence of receipt of orders and WE WANT YOU TO GET EARLY DELIVERY. 


Cordially yours, 
THE NATIONAL UNDERWRITER CO. 











The Early Orders Get the Early Deliveries 
THE NATIONAL UNDERWRITER CO. 


420 East Fourth Street Cincinnati, Ohio 
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BANKERS ENTHUSE HART GIVES IDEAS FOR fi on 

OVER TRUST PLAN; GREATER PRODUCTI pe cin 

Cooperation With Life Insurance| Tells Colorado Agents How ratalt 

S A y- Is Keynote of Division Meet Individual and Vocation, ss 
LS «© Conference Problems om 


We offer a direct Home 
Office contract under 
which you can qualify 
for 75 per cent. first year 
commissions and con- 
tinuous vested renewals. 


Write: 


The Columbus Mutual 


Life Insurance Co. 
Columbus, Ohio ‘ 








We are admitted in District of Columbia, Colorado, Florida, 
Illinois, Indiana, Iowa, Kansas, Kentucky, Maryland, Mich- 
igan, Missouri, Nebraska, Ohio, Oklahoma, Pennsylvania, Vir- 
ginia and West Virginia, We contemplate entering California 
early in 1925. 
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THE OLD LINE 


CEDAR RAPIDS LIFE 
INSURANCE CO. 


A Good Western Company 





Up-To-Date Policies Liberal Contracts 
Good Opportunities in 
lowa, South Dakota, Minnesota, Nebraska 


Cedar Rapids 
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GREAT FUTURE PREDICTED 


See Need of Conserving Estates and 
How Life Insurance Can Help 
Trust Companies 


NEW YORK, Feb. 24.—Cooperation 
between life insurance and trust compan- 
ies was the keynote of the mid-winter con- 
ference of the trust company division of 
the American Bankers Association, held 
in New York last week. An invitation 
was extended to insurance men to at- 


tend the conference, especially that of | 


the first day which was devoted to the 
discussion of life insurance trusts, and 
many prominent general agents were in 
attendance. Addresses illustrated with 
stereopticon slides were given by Edward 
A. Woods, general agent of the Equit- 
able Life at Pittsburgh, and Leslie G. 
McDouall, assistant trust officer of the 
Fidelity Union Trust of Newark, N. J., 
following which the meeting was given 
over to a general discussion of the topic. 
Life Men Create Estates 


Much enthusiasm was shown for this 
development, and the general sentiment 
was that the future for fife insurance 
trust is great. It was pointed out that 
life insurance companies and trust com- 
panies can cooperate to the great advan- 
tage of each, and that neither will be 
doing the other a favor. The life under- 
writers create estates and the trust com- 
panies conserve them. As a part of the 
cooperation, life underwriters can urge 
people to make wills, educate the public 
to what trust companies do, explain the 
economy and wisdom of trust company 
administration and the close relationship 
between trust companies and life un- 
derwriters, and promote action on good 
intentions. The trust companies can 
advocate the making of wills, business 
administration of estates, sufficient life 
insurance to safeguard assets, consulta- 


tion on investments, and creation of life | 


insurance trusts. 
Death Creates Debts 


Life insurance is especially needed to | 


protect the liquid assets of an estate 
upon the death of the owner. When a 
man dies, even though he has left his 
estate intact, with no debts at all, his 
death instantly creates debts of the most 
pressing sort. In addition to funeral 
expenses and the cost of administering 
the estate, there are inheritance taxes 
demanding immediate payment at the 
cost of the liquid assets of the estate. 
In other words, the government, instead 
of taking its share of all the different 
types of assets claims the very heart of 
the estate, and in order to preserve. this 
most desirable part of a large estate, 
enough life insurance must be carried to 
cover the cost of administration and the 
inheritance taxes. 


Made General Attorney 


Judge Allen May, well known St. 
Louis attorney, has been appointed gen- 
eral attorney for the Missouri State Life 
and will devote his entire time to the 
legal affairs of the company. The ap- 
pointment of Mr. May as general at- 
torney will in no way interfere with the 
company’s relationship to its general 
counsel, Jourdan & English. 

Through the new arrangement Judge 


May will be convenient to handle legal | 


questions that arise during the regular 
business routine of the company. 
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Says It Is Mistake to Say No Cay 
Required to Enter Life Insurany 
Business 












DENVER, COLO., Feb. 25.—Eveg 
| life insurance sale, whether the prospd 
acquiesces easily, or with difficulty, 
an. intellectual and spiritual triumph j 
the agent who makes it, and even ing 









































all not 

feat the salesman may feel the thine deli 
over a well fought battle. hall ent 
Such was the conclusion of Hugh )jjpous ser 


e value 
ow. 


Hart, of the firm of Hart & Eubasl 
managers of the Aetna Life’s New Ye 
office, in an address here before the 
nual sales congress of life underwrites 


“Mone 
portan 


| of Colorado. Mr. Hart came here uecessfu 
| the invitation of J. Stanley EdwariiPeneral z 
| manager of the Aetna Liie’s Desi rguing 1 
| office. ¢ ing enter 

Agents’ Problems al was | 
| Taking for his subject “Our Probleampefore th 
| and How to Meet It,” Mr. Hart sidgmthe busit 
| that every man is confronted by tum. We hi 
| problems—first his individual probleajme®t ~e 
| second his vocational problem. His it od In 


| dividual problem has to do, primarily 
| with the accomplishment of his maj 
| aim in life, and secondly, with the carry 
| ing out of the aspirations of his vow 
| tion. His vocational problem is cot 
| cerned, primarily, with the working of 
of the mission for which the vocatut 
exists, and secondly with the success @ 
| his individual plans, 
| “Our great vocational problem is m 
| to make a profession of our calling,” & 


amount 

imo the 
ore had 
insurance 
all of ti 
everywhe 
own bu: 
like to s 
become 

the stock 


Fa 


| said. “Our vocational problem is ait 
quately to insure an inadequately insure “Orga 
| America. If we do that, life insuramt@Pout by jr 
| salesmanship will evolve into a proltextent a: 
| sion or a_ business, or whatever MSMR feeling t 
| aptly describes the great service tt wil conseque 
| have rendered. The suce 
Two Kinds of Reorganization of the fr 
be organ 


“The solution of both our individ 
problem and our vocational problem 
centers around the answer to the que 
tion ‘How can I increase my produ 
tion.” Two sweeping reforms mus 
take place. First, the inward reorga™ 


Pre 
Sui 
Ad 


ee 
ie) 
= 


lization of the forces within ourselves; Exy 
| second, the outward reorganization ® & Fen 
ithe forces outside ourselves. Let." pointmen 
| first consider the inward reorgamizatio® head of 

| To re-organize ourselves within we musta his pers« 
| do the following things: | , je Men; to 
| “We must do a certain amout! , corp of e 
| creative thinking every day. We ™ "IMM the point 
| enlarge our conception of our own a ality are 
| ers and possibilities. We must —— also cons 
our knowledge of our business. "RM ing conti: 
| must become conscious of greater mone 

| requirements for ourselves and our ¢ - 

| ilies. We must become conscious © “Public 
| greater money requirements lor others build any 
and recognize that increased lite a lective it 
ance will help them provide tor ~ Recently 
requirements. We must become im "I @ promin 
| with a deeper spiritual conception we were 
our salesman’s responsibility adequat ie tem pris 


; ; We 
and properly to insure men’s lives. which res 


must strengthen our will to work @ US $21,001 


/ : 7 
our resolution to do whatever, aw geste | 
mately needs to be done at ™ com oy are s 
| sacrifice, in order to help om - 7 overt 
dividual and vocational problem’ 5 ro conta 
serving others with the benelits rt in 
| insurance. 
| Have Restricted Selve* “Te 
cect P ann 
| “The reorganization of ie isstrumen 
| outside ourselves must be base ently 
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he principle of using legitimate modern 





distribution of life insurance benefits. 
Heretofore the average life underwriter 
s used only a few of these instru- 
sentalities. In the main, we have re- 
icted ourselves to 

rsuasion. We called it salesmanship 
ind let it go at that. 

“I would be inclined to say that the 
nstrumentalities most effective in dis- 











he use of only one, ; , 
. y | using these silent partners. 


“aot we, in the vocation - “taille - 
ibuting the goods | tainer to assist him in utilizing to the 


this country. 
siness instrumentality for increasing | 


; I can get men to inquire 
about life insurance through the mails, 
and can almost pre-determine whether 


| my replies will be 1 percent or 75 per- 


cent, and I can also cause men to wire 
me inquiring about life insurance, and 
yet I am only an amateur in the art of 
Every ambi- 


| tious life underwriter should, before the 
| sun goes down on another day, partake 


SANIZMMM life underwriting have to sell, should 
divided into six classes, as follows: 
Persuasion or salesmanship, service, Cap- | 
lo Capi |, organization, publicity, and post | 


fice and telegrams. , 

“Let me make a brief suggestion or 
9 regarding the application of these 
wtside forces to our problem: 
“Persuasion can be made more effec- 
ive if we shorten our interviews. | 
“Life insurance in my judgment is 
ssing through a period of evolution. 
When our task shall cease to be that of 
ling life insurance to the higher task 
f serving through life insurance, we 
all not make sales which cease with 
ihe delivery of the contract, but we 
hall enter into engagements for contin- 
ous service to our clients, and through 
e value of this service our sales will 
‘ow. 















fficulty, 
iumph { 
ven in 
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Hugh Bj 
> Eubanl 


New Yo Importance of Capital 


re the al “\foney has never been considered an 
derwrit@iimportant factor in the building of a 
e here #Muccessful corner in life underwriting. 



























Edwar 
7 Deny 


neral agents have made the mistake of 
rguing with men who were contemplat- 
g entering our business that no capi- 
l was necessary. This has been laid 
before them as an inducement to enter 
he business. 

“We have a requirement in our agency 
hat no man be given a contract who 


{ Probl ny 
Hart sai 


1 by tw 


= annot finance himself for a given pe- 
primarih iod. In every other business a certain 
. -™amount of the earnings is re-invested 
ve on imo the business, but we have hereto- 


jore had the prevailing idea amongst life 
insurance men that they were to take 
all of their earnings and invest them 
everywhere else, except back into their 
own business. Incidentally, I would 
like to see the life insurance salesmen 
become larger and larger investors in 


his voce 
1 is com 
rking od 
vocatiot 
success 0 


is no - “. 
Hing” he the stocks of their own companies. 
m is ade Fature Agents’ Organization 
ly insured “Organization has not been carried 


insurance 












out by individual salesmen to any great 


a proler extent as yet, perhaps because of the 
a feeling that they were individual, and 
ce i 


consequently had nothing to organize. 
The successful life insurance salesmen 


tien of the future, in my judgment, should 
ndivid be organized as follows: 
in bles Proper banking connection. 
pro - Suitable offices. 
the oo Advertising manager. 
pr Tax expert. 


ns must 
reorgat 
purselves: 


Expert on wills and trusts. 
Prospects securing department. 
Expert on insurance programs. 


AO ee 


jon @ : 
cet si _* Junior salesman to arrange ap- 
ania fentments. He will be the directing 
eos _ ead of this organization and will use 


his personality and ability to master 
men; to close the business which his 


id , business wv 
We ml he of experts assist in bringing up to 
ae — point where his force and individu- 
qo mn are needed, and his experts will 
has” uso constitute his organization for giv- 
or monet ing continuous service to his clients. 
our {a Value of Publicity 

hig — ae 
com “Publicity, backed up by merit, will 
r ot _ ho any business, particularly is it ef- 
ife 7 €ctive in the life insurance business. 
jor ~ aly by cultivating the reporter on 
e - i * Prominent New York financial. paper 
ens me Were successful in getting a news 
equ We win Printed oncerning our company 
res. ich resulted directly in obtaining for 
roe iQ Us $21,000 in premiums. 
ee — Postoffice and the telegraph of- 
Ww yf ‘y are silent partners, eagerly awaiting 
he Will to overtures of the life insurance men 
= ie contain their congenial and effective 
ts “port in solving the problem. 

Use of Mails 

: “ 
for a. et cate why these great 
es wpe dean alities are not used more con- 





y by the life insurance men of 








himself to the office of some capable 
advertising agency, and pay him a re- 


fullest the posibilities of the postoffice 
and telegraph offices as aids in building 
his business bigger.” 


Northwestern Mutual Agency Conven- 
tion 


Plans for the annual meeting of 
agents of Northwestern Mutual Life 
were drawn up at a meeting of the 
standing committee of the Northwestcrn 
Association of Agents, held at the home 
office. Those in attendance at the meet- 
ing were E, T. Proctor, Paducah, Ky., 
chairman; Ira Blossom, Grand Rapids, 
Mich; C. F. Axelson, Chicago; Leo 
Lucas, Cincinnati, and Harry L. French, 
Madison. It was decided at the meeting 
to hold the convention July 20-23. A 
tentative program was drawn up and will 
be ready for release within six or eight 
weeks. 





REPORTS ON RELIANCE 


COMPANY IS IN FINE SHAPE 





Pennsylvania State Department Has 
Made an Examination and Finds 
It in Good Condition 





The Pennsylvania department has 
made its report on the examination of 
the Reliance Life as of Dec. 31. The 
home office now comprises six officers 
and 265 clerks. The average mortality 
experience of the company for the last 
four years, was 49.7 percent. Branch 
offices are maintained in 30 states, all 
under the supervision of the home office. 
The maximum amount retained by the 
company is $25,000 on a single risk. The 
Reliance Life issues accident and health 
insurance only to persons having life 
policies. The maximum amount the 
company accepts on accident death on 
any one risk is $25,000 and the max- 
imum net retention $2,500. In health 
and accident weekly benefits the com- 
pany accepts $125, and retains $25. 

Figures for Last Year 


The new premiums last year amounted 














to $2,354,648. The renewals were $7,- 
033,629, giving it total life premium in- 
come $9,388,277. The total income for 
the life department was $11,150,025. The 
income of the accident and health de- 
partment was $748,609, giving the com- 
pany a total income of $11,898,634. It 
paid life insurance policyholders $3,191,- 
989. Its total disbursements in its life 
department were $6,302,423, The amount 
paid to accident and health policyholders, 
was $240,147, total disbursements in the 
health and accident department being 
$617,830. The total disbursements for 
the entire company was $6,920,253. The 
assets are $31,317,147. The capital is $1,- 
000,000 and surplus $956,450. A special 
reserve fund of $425,000 is carried for 
securities fluctuation. 
Comment by Examiners 


‘The examiners say that the final re- 
sults show that the operation of the 
company is carried on efficiently and 
economically. Its dividends are appor- 
tioned and paid without discrimination 
in compliance with the various policy 
forms. Strict adherence to the general 
statutes is manifest in all its dealings, 
both as to its rulings and supervision. 
The application of the organization from 
clerks to officers is noteworthy. As 
a result it is operated as one harmonious 
unit for the protection and safety of 
policyholders. 





U. S. Liberty Bonds 
Loans and Liens on Policies 


Cash in Banks 
Accrued Interest 


Total Admitted Assets 


J. G. CUTLER, 


Wichita 





45,600. 
State, County and Municipal Bonds.... 1,559,256.13 


Net Premiums in Process of Collection 
Furniture and Fixtures (charged off) 


J. H. STEWART, Vice-President-Treas. 
FRANK B. JACOBSHAGEN 
Field Supervisor 


Presents Its 


ADMITTED ASSETS 
First Mortgages on Real Estate 


Total Liabilities 


CLAYTON MAMMEL, 


Executive Offices 


K ANSAS’ GREATEST LIFE INSURANCE COMPANY 


Fourteenth Annual Statement 


Showing Condition of the Company December 31, 1924 


Paid to Policy Holders Since Organization $2,044,946.04 
On Deposit with the State of Kansas, December 31, 1924, $3,611,486.13 
More Than the Amount Required by Law. A Deposit for the Protection of the Com- 
pany’s Policyholders—exceeding the Legal Reserve of the Company. 


Gain in Admitted Assets During 1924, 
Insurance in Force December 31, 1924, $36,090,049.00 


THIS IS THE LARGEST VOLUME OF BUSINESS EVER PLACED 
UPON THE BOOKS OF ANY KANSAS LIFE INSURANCE COMPANY 


The Farmers and Bankers Life Insurance Company 


H. K. LINDSLEY, President 


RANSOM STEPHENS, Educational Director and Mgr. 


LIABILITIES 
Legal Reserve on Policies 
Contingent Reserve on Policies 
Credits to Policyholders, left with 


Company at Interest 
Reserve for Taxes 
Death Claims Due and Unpaid 
Death Claims Incurred But Un 
Premiums and Interest Paid in Advance 
All Other Liabilities 
CAPITAL STOCK 
UNASSIGNED SURPLUS... 265,732.93 
Total Surplus for Policyholders’ 


rted 


$639,473.16 


Plan Department 
. Tax Department 


Kansas 
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Connecticut General News 


Hartford, Conn. 





Salary Savings Insurance 


A new and labor saving method of 
furnishing any form of life insur- 
ance to members of business organ- 
izations. 


Only short medical examination. 
Premiums paid monthly by employ- 
ers who deduct them from pay en- 
velopes at the request of employees. 


Something new the employer can 
do for his employees without ex- 
pense to himself. 


Many sales in a short time. Low 
lapse rate. Few collection details. 
Maximum commissions. 











Chicago National Life 


Insurance Co. 


202 South State Street, Chicago 


The romance of OPPORTUNITY in 
any city, perhaps, has seldom, if ever, dem- 
onstrated a more striking example of what 
can be done than is shown by the records 
of the CHICAGO NATIONALE LIFE IN- 
SURANCE COMPANY. Many men in 
the business and out of it have remarked, 


“It’s surprising!” 


Over 13,000,000 in force—paid for busi- 
ness—close of 24 months—actual opera- 
tions. 


Think of the advantage of a connection 
with a fast growing company like this. 


A. E. JOHNSON 
Agency Manager 
Phone Wabash 4583 





HART GIVES GENERAL 
AGENTS REAL POINTERS 


New York General Agent of Aetna 
Gets Down to Brass Tacks 
at Denver 


“DO NOT PAY ADVANCES” 


Advises Training Instead—Says Super- 
visors Should Be Salaried Men— 
No Commission Splitting 


DENVER, COLO., Feb. 25.—“A gen- 
eral agent who devotes any considerable 
part of his time to personal production 
save in conjunction with his men is in 
the tadpole stage of his development.” 

This is one of the “hot shots” taken 
by Hugh D. Hart of Hart & Eubank, 
New York City, in a straight-from-the 
shoulder talk to general agents last Fri- 
day afternoon, following the wind-up of 
the main business session of the fifth 
annual sales congress of Colorado life 
underwriters in this city. Intended par- 
ticularly for general agents and man- 
agers, this jneeting was open to all. 


Wholesale Production 


“We must gear up for wholesale in- 

stead of retail production,” Mr. Hart 
declared, “because the business is here 
to be gotten in wholesale quantities as 
well as in retail quantities. Too, there 
is an economic need for greater produc- 
tion that will continue until the last liv- 
ing American is adequately insured. 
Operating a big business is no more 
difficult than operating a small one. The 
tendency of life insurance companies 
today is toward lower rates, « which 
means less expense allowance, perhaps 
smaller commissions and lower margin 
of profit. 
“How shall we gear up for wholesale 
production? We must get the right 
attitude toward agents; we must pfac- 
tice democracy; we must rid ourselves 
of unselfishness. 

“The general agent must get full time 
men. To do this, he must get and de- 
serve the reputation for being square. 
He must be fair, have charming per- 
sonality, be easy to approach, be live 
and agrressive, full of constructive ideas, 
sympathetic with the agents problems. 


Activities 


““He must get in contact with men 
generally. Take part in public activities 
and watch for likely material. Adver- 
tise! Advertise in the newspapers a 
given policy, or advertise in newspapers 
direct for men. In the latter case, there 
are three methods of doing it. Use the 
direct method, urging a personal call 
by the applicant; use the indirect method, 
with the object a personal call, or use 
the indirect method, with the objective 
a written answer by letter. Put out cir- 
culars, featuring some given policy. 
“The postofiice method can be used 
for getting men. Why should a general 
agent spend 20 years in building up his 
organization when he could get the men, 
train them and achieve results in far 
shorter time? Using the personal let- 
ter plan, send out a hundred letters to 
the bankers in your field, asking them 
to recommend the kind of men you want. 
Send letters. to medical examiners, 
lawyers, well-rated merchants. Get men 
through your present agents, appealing 
to their pride and loyalty. 


Using Supervisors 


“You can get men by having paid 
supervisors. The supervisor can enter 
a town and start selling insurance. He 
gets it noised abroad that he is doing 
a profitable business and needs good 
men. The supervisor can be preceded in 


ebrua 
merchants, or he can campaign ; TIE! 
agents without preliminary letters 
“You can get men by starting a AYA 
ing school, either day or night claw 
You can get men bv contact with th 
who enter your office. 


“Don’t overlook the telegraph met cue 
of getting men. The telegram hy R 
psychological force like nothing ely 
the world. Make use of it. 

Avoid Personal Production At tl 

“The modern general agent jis a, ife of 
pervising executive, not a supersalesy sho he 
A general agent who devotes any oy ras ele 
siderable part of his time to pera. Ma 
production save in conjunction with yyMeteasur 
men is in the tadpole stage of his ame 2: 
velopment. Furthermore, one who agmpresia¢ 
votes any considerable part of his tip anges 
to office details ought to resign and » ae 
himself a job as cashier. -—— 


“A general agent has no business Mr. } 
vesting any part of his money outs: C. 
his own agency. Any surplus he afiieal dir 
quires should go back into his own buifiend E. 
ness. pssistan 

Advances Are Folly 
“Making advances to agents is m a. | 
: - ae Mr. 

only the height of folly; it is also ae Leon wi 
nomic suicide, for the general agent, al ation. 
in the long run for the agent. AlMMr M:; 
advances are unnecessary. Money thifiThese | 
would be lost in advances should kfmoted 1 
spent in providing proper training ixftically | 
the men. When they are trained, thyffor a nt 
will become financially independenfiiership « 
Training, not financing is the solution ds expe 
ou ragency difficulties. make 1 

“The job of a general agent is fveggt S ow 
fold. He must get the right men; traigget 1S an 


them; supervise them; inspire themggwithin | 
organize his business so that these fungms=5,000,( 
tions are largely performed by experjj™°W ha: 
not himself. — a 


“The general agent should try to mak 
his general agency dominate the field IT HE 
He thus gets the wonderful advantage ¢ 
the momentum of success. Record 


Lend Ideas—Not Money I 


“The general agent should lend bs 
men ideas, not money. Make then 
spend their own money in carrying ot A defi 
the ideas. His objective should be Hos the p 
make the men independent and seli-*Micanada 
taining. .» Mecential, 
“If ‘the general agent isn’t financialy By. orga 
able to have an insurance school, & ent ho 
should get the other general agents “Hier. hel 
his city to go in with ‘him and organiz 
a joint school. A life insurance ma 
shéuld make up his mind whether 
aspires to get a general agent oF? 
producer. If he intends to be a gent 
agent, he should cease to be a person 
producer in competition with his mé 
and should use his personal producing 
ability only to assist in building up hi 
men. 
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Agency Training 


“The character of agency training ® 
three fold. In the first place, there ® 


the selection of men to head it. Tht In Cay 
is a great difference between a sales™BBloans on 
and a teacher. Training should consi} $1247 95; 
of classes in the morning, and actual total of § 
liciting in the afternoons, under the “Ii modated 
rection of a trained supervisor. . 282 famil 
“In the selection of supervisors, Pi 
the men carefully. Make the work wom 
their while. * Appeal to their ambition rude 
I have found this method practical. her The P 
them that if they will give you the ri hfe insur 
the have, sacrifice, indeed, present 00? "Erate plan 
tions for the sake of the future, they = 
prepare themselves for the job © — (CONT?) 
agent. If they make good, go t0 "ae. k 
> ener? Be - no 
mat for them to get them a - : 
agency with your company—@ , “ 
can’t do that, go to the mat to get Le a 
a general agency with another compan entered 
if you make the promise, stick “J! Misale ism 
agreement if they stick to theirs upet whea the 
visors should work on a straignt a departme 
basis—no commission splitting. %¢ Ness rene 
to the men you train. agents px 
Ascertain Lapse Ratio _ use 
. aii o Office - 
“On conservation of business, “a fie 


all, ascertain your lapse ratio. 
don’t know that, how in the world 9 charge,” 














his visit by letters to the best-rated 
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Ranks of the Central Life of 
Fort Scott, Kan. 












































ction At the annual meeting of the Central 


ife of Fort Scott, Kan., R. S. Tiernan, 
tho has been secretary and treasurer, 
as elected president to succeed George 


nt is a 
ersalesm 


“ a 7 ' Marble. C. D. Sample was elected 
Qn with | reasurer, as well as vice-president. 

f hic a «J. Harris was made second vice- 
OF his Derby Sharpe was chosen 


president. 
retary and J. T. Mayall, agency man- 
ger. The resignation of E. E. Lyon, 
ssistant secretary and actuary, was 
ccepted. He remains as a director. 
Mr. Marble continues as a director. 


ie who ¢ 
of his ty 
gn and g 


USiness 


1ey outs. C. F. Young was reappointed medi- 
lus he allieal director, Harry Warren, counsel, 
; own builliiend E. P. Coon, assistant secretary and 


pssistant treasurer. 
Promotions Are Merited 


Mr. Tiernan and Mr. Sharpe have 
been with the company since its organ- 


y 


nts is no 
s also ew 


agent, ai -ation. Two months after it started 
ent. Alw—Mr. Mayall became connected with it. 
foney twThese three men, therefore, are pro- 
should kimoted to higher positions. They prac- 
-aining ixfmmtically have been directing the company 
1ined, thefmgfor a number of years. Under the lead- 
dependent rship of Mr. Tiernan_as president, it 


s expected that the Central Life will 
ake more rapid progress. This year 
it is out for $5,000,000 of business and 
t is anticipated that it will be doubled 
ithin the next three years, giving it 
525,000,000 in force at that time. It 


solution @ 


nt is five 
men; trait 
ire them; 
these fune: 
ry experts 


plus. 


IT HELPED OUT IN HOUSING 
Record of the Prudential in Making 
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mow has $13,022,315 in force, $1,713,913 | 
assets and $142,106 policyholders’ sur- | 


ad Loans on Dwellings and Apart- 

| beg ment Houses in 1924 

ake the 

rrying OCR) A definite contribution to the welfare | 

uld be “Hof the people of the United States and 

d selt-*iCanada was made in 1924 by the Pru- 
: dential, in the matter of loans made by 

financially Hithat organization on dwellings and apart- 

school, be ent houses. More than 25,500 families 

agents “Biwere helped through this agency to meet 

or the perplexities of the housing short- 

bg age. 

hether P's Woodruff, vice-president of the 

ent Of ‘MB Prudential in charge of this phase of the 

sy oe company’s activities, has compiled a re- 

ee ae port, in which it is shown that during 






the year the Prudential made loans 
amounting to $64,900,623 on 16,393 dwell- 
ings in the United States, these accom- 
modating 18,120 families. In addition, 
there were loans on 750 apartment houses 





producing 
ng up his 












raining *Mifor a total of $16,351,100, these accommo- 
, there =Midating 7,166 families. 

it. There In Canada during the year there were | 
salesm™* MB loans on 244 dwellings, for a total of 





Id consist 
actual st 
er the & 


$1,247,850, and on 45 apartments for a 
total of $413,200. The dwellings accom- 
modated 330 families and the apartments 
262 families. 
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Prudential’s Modified Life Figures 
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ambitio® 
ical. be lhe Prudential issued $163,000,000 of 
1 the - life insurance on the modified life or half 
ent con" irate plan up to. December, 1924. 
, they ca i 

ee a ae 
. = t! (CONT'D FROM PRECEDING PAGE) 
, gene yOu know whether you are making 
nd if yom ™Oney or losing money? 
get thea Conservation begins with the selec- 
compatyigme 08 of your agency material and has | 
« to youmme "tered its secondary phase when the 
Super *. is made and is upon its third stage 
ht salat gi When the cashier or head of conservation 





department starts in to keep the busi- 
hess renewed. In consesving, keep the 
‘gents posted on the conditions of poli- 
“es, use telephone, telegraph and post- 


omee; make use of the personal inter- 
view an 


charge,” 


Be fait 
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| a whole is 6 per cent. 


AYALL IS AGENCY MANAGER ATTORNEY GENERAL’S RULING 





Camp By Pointing Out Features 
. of Law 





TOPEKA, KAN., Feb. 26—A bomb 
has been exploded in the ranks of the 
fraternal and_ stock life companies 
of Kansas by the ruling of Charles 


NIERNAN IS PRESIDENT| MERGER IS NOT LEGAL 


en Are Promoted in the Official | Kansas Official Throws a Bomb in the | 


B. Griffith, attorney general, that there | 


can be no mergers of stock life com- 
panies and that most of the mergers of 
the fraternal societies are illegal. Bills 
have been introduced in the legislature 
to try to correct the possible defects of 
the law. The Union National of Kan- 
sas City, Kan., agreed to a merger with 
the Federal 
City. 
there was no provision of the law au- 
thorizing the consolidation of life com- 
panies except through re-insurance. 
Then it was also found that most of 
the mergers of fraternals were in <jeop- 
ardy by reason of the failure to follow 
the law entirely. The mergers gener- 
ally were accomplished by the favorable 
vote of the directors and approval by 


Reserve Life of Kansas | 
The attorney general ruled that | 


the legislative bodies of the two so- | 


cieties. 


But it appears that to accom- | 


plish a merger legally requires more | 


than these approvals and that every 


policyholder must also vote favorable | 
| 


upon the plan. 

The attorney general has not deter- 
mined that any officia] action would be 
taken on any of the mergers of the past 


but unless the law is changed there can | 
be no other mergers under similar cir- | 


cumstances. A bill has been introduced 


to legalize the previous mergers and | 


also provide the method by which 
mergers may be accomplished in the 
tuture. 


NEW RECORD SET FOR 
JANUARY PRODUCTION 


(CONTINUED FROM PAGE 3) 


buying life insurance is shown by the 
fact that in January alone one out of 
every hundred of the so-called insurable 
population bought a policy of $3,000. In 
ascertaining this figure, insurable popu- 
lation is used to cover native born men 
of the white race 21 years of age and 
over, excluding illiterates. 

Sales of ordinary life insurance in 
January throughout Canada showed a 
gain of 1 per cent.over January, 1924. 
The actual volume of these sales 
reached the great total of $30,800,000, 
and as the companies reporting through 
the Bureau do approximately 83 per cent 
of the total business done in Canada, 
it is safe to say that about $37,000,000 
of life insurance was placed during the 
month. 

Newfoundland shows the _ greatest 
gain with 49 per cent and Prince Ed- 
ward Island comes next with 19 per 
cent. For the 12 months ended Jan. 31, 
1925, as compared to the preceding 
twelve months, the gain for Canada as 
New Brunswick 
shows the greatest gain with 16 per cent 
and Quebec comes next with 10 per 
cent. 

The cities showed better gains than 





the provinces as a whole, except in the | 
case of Hamilton and Winnipeg. Other | 


cities showed fine gains: Ottawa 49 per 
cent, Quebec 39 per cent, Vancouver 22 
per cent, Montreal 7 per cent and To- 
ronto 3 per cent. 


Policyholders Revival Month 


March has been designated’ Policy- 
holders Revival Month by the Conti- 


| nental Life of St. Louis and the month 


will be devoted largely to reviving old 
policies and creating a better feeling of 
cooperation among policyholders. Sev- 


eral prizes are to be awarded agents for 
work in the month. 











SQUARE DEALING 


With Agents and Policyholders made possible 
last year’s splendid Record of New Busiriess 


$103,955,200 


A Pledge of Still Greater Achievement in 1925 


New England Mutual Life Insurance Company 


of Boston, Massachusetts 





| 














Northwestern National Life 


Insurance Company 
Minneapolis, Minn. 


Mutual........ a, Low Net Cost 
ee... bik «dais ma oe W ks be See ae cad $ 19,002,473 
I ee ee ee oe ae we 1,510,261 
Insurance in Force................... 195,366,671 

Assets of $108.63 for each $100 of liabilities 
Rate of Interest Earned, 1924.............. 5.5% 


DO) MNEs a5.000 cdectevect cache cosy 39. % 


Liberal direct agency contracts available in Southern Indiana, 
Southern Illinois, Central Missouri, Kansas, Louisiana, Virginia, 
Arkansas, Utah, Pennsylvania and Eastern Tennessee, to men of 
ability and record of successful results in personal production and 
organization. 








Shortening The Selling Process 


Ov SYSTEM of obtaining “leads” for our Agents has been cited 
as one of the most successful in operation. 


ee ee dak bal eae ae eon ie 
is n value to our men in the 

Service to i holdere is also the best kind of service to ts. 

Our Policyholders Service Department offers, among other 

the health service of the Life Extension Institute free of charge. 


For information concerning Agency opportunities, address: 
T. LOUIS HANSEN, Vice-President 


The Guardian Life | Insurance Company 


Established 1860 under the Laws of the State of New York 
Home Office: 50 Union Square, New York 

















THE EQUITABLE LIFE OF IOWA 


ANNOUNCES 
_ LARGEST DIVIDENDS 
IN ITS HISTORY 





EQUITABLE LIFE OF IOWA 


Founded: 1867 Home Office: Des Moines 
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Home Office: - 


How Much Is it Worth 


To be Certain of Success? 


Rather than follow the path of 
least resistance, why not take 
the trouble to make absolutely 
sure that the policy you are of- 
fering your prospect is really 
, “second to none”? 


In our contract life and accident 

insurance are “united” in one 

policy. . Worth consideration. 
Worth investigation. 


Especially attractive agency oppor- 
tunities in Ohio at the present time. 


UNITED LIFE 


and Accident Insurance Company 


Inquiries to EUGENE E. REED, Vice President 








Concord, N. H. 












AS 
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Uncle Sam and President 





The UNITED Policy 





$5,000 


Any Natural Death 





$10,000 


Any Accidental Death 





_ $15,000 
Specified Accidental 


Deaths. 





$50 WEEKLY 
Accident Benefits 





Waiver of Premium 





Also Total and 
Permanent Disability 


Income 








Coolidge Keep Budgets — 


Why NotYou? 


Vice-President-Elect Charles G. Dawes earned national 
acclaim by working out a budget for the United States 


Government. 


This was adopted as the only practical plan 


of reducing unnecessary Federal expenditures and of know- 


ing the financial status of the nation. 


President Calvin Coolidge says that he keeps a personal 


budget and runs his home on that basis. 
it for himself and for others. 


He believes in 


Business men and practical women (of large as well as 
of small income) have put their homes on the budget basis, 


or believe it a good thing to do so. 


If you have found the budget system easy to operate at 
home, we believe a copy of the JOHN HANCOCK 
BUDGET SHEETS would interest you particularly. If, 
like some others, you believe a budget is too much trouble, 
then we want you to see how simple is the John Hancock 


Budget. 


This would help you to start 1925 along the right lines. 
Without charge or obligation a copy will be sent on request. 


Over Sixty Years in 
Business. Now Insur- 
ing Over Two Billion 
Dollars in Policies 
on 3,500,000 lives. 


‘Y 


LONE 

















PAUL F. CLARK DESCRIBES 
AGENCY BUILDING METHOp; 








At the annual meeting of the John 
Hancock Mutual Life, Paul F. Clark, 
general agent at Boston for eastern 
Massachusetts, described his methods of 
agency management. Mr. Clark has 
been in charge of the Boston agency for 
only 3% years, but last year had a 
total paid for business of more than $12,- 
000,000. He was elected one of the 
vice-presidents of the National Associa- 
tion of Life Underwriters at Los An- 
geles last summer. 


Importance of State of Mind 


. Mr. Clark premised his talk with the 
statement that great achievements are 
mostly accomplished through a state of 
mind. He said that the great agency 
builders have achieved the quotas they 
set for themselves in spite of the fact 
that the attainment seemed out of the 
bounds of possibility, and that the at- 
tempt met with the repeated doubts of 
othes people. As an example, he said 
that when Edward A. Woods aimed 
to build his agency to the $50,000,000 
a year point before he died, people 
thought he was day dreaming, but today 
he is rapidly approaching that point, 
and it is inevitable that he will reach 
it in such a short time that he has 
already set his goal at $100,000,000 a 
year, and, said Mr. Clark, he un- 
doubtedly will reach it. He can attain 
these large quotas he has set for him- 
self through his own state of mind. 


Less Brokerage Business 


not be ashamed. To do this he of cop 
must offer some incentive to the agen 
Every applicant must be elected to m 
bership in the organization instea 
being merely appointed by the man 

When he is elected, he must at » 
pay a $25 fee. This is necessary 
every case, and it is regarded as a ply 
of good faith. Of this amount $19 » 
for text books for the three wed 
course which every new man must jm 
and the remaining $6 pays the prem 
on a $2,000 bond to protect the agen 
Every new man must go through 
training school, and when he has g 
cessfully completed this work the 
who brought him to the agency receig 
$25 as a bonus. When the new m 
produces his first $100,000 another bog 
of $25 goes to the man who first broug 
him in. This second bonus is an 
centive to the member of the age 
who brings in another man to help dy 
ing his first weeks, when it is m 
difficult for him to get started, which» 
acts to the good of the agency as w 
as to the benefit of the new man his 


self. 
Other Agents 


The second source of prospect is 
agents and brokers, who _ frequent 
recommend their friends to an ageng 
that is noted for its educational wo 
and assistance to its men. The th 
source, which is closely allied to ths 
is the brokers themselves, that is, i 
dependent brokers not connected in a 
way with another company. The 
small brokers frequently become in 
pressed with the service rendered ly 
the agency and can be persuaded to) 
come affiliated with it rather than % 
continue ‘to operate independently. 

Advertising forms the fourth method 


The big agencies of the future, ac- 
cording to Mr. Clark, will be developed 
from the personal writings of members 
of the agency, and not from brokerage 
business. The increasing higher limits 
offered by life insurance companies 
and the general entrance into sub-stand- 
ard business is playing havoc with/in securing new men. Mr. Clark wel 
brokerage business and Mr. Clark sees|no blind ads, but makes everyor 
the time when no large agency can de-| straight to the point. He advertises t# 
pend to any great extent upon this class | reach the type of man he wants, atl 
of business. Agency building is an/| the success of his copy is indicated 
undertaking of such importance that it/| the fact that he has had as many ® 
demands all of a man’s time. Mr. Clark | 40 replies to one ad in a daily pape. 
said that no man can build a large and| He does not take all who ally, but ¢ 
successful agency unless he gives prac- | lects the few he wants. Out of 3 
tically his full time to the development | 40 replies he eliminates all but 4 ori 
of his agency instead of devoting a/ This is a very good method, as its 
large part of it to personal writing. Mr.| necessary to have an influx of nef 
Clark himself wrote a very small amount | agents every time the training course § 
of business last yedr, and made very | to be given. It is unprofitable to off 
little effort to secure even that. He/ this without at least 4 or 5 men to tat 
believes that it is the duty of the agency | it at once. 
manager to devote his time to agency | * ‘Be Afeanes Without Sante 
problems, to developing agents rather ! : ; ’ 
than to develop his own production. Mr. Clark has no one on a drawitf 

account or guaranteed income. Ea 


Seieoting: Wen new man comes in with the understate 
ing that he must finance himself, w® 
one exception. Sometimes if the m 
seems most promising, the agency Wl 
give him a small weekly advance 0? 
stipulated sum, provided he can secu 
two men to act as his sureties. In su 








The first problem of the agency man- 
ager is of course the agent. The de- 
velopment of his agency means the con- 
tinual securing of new men, and to do 
this he should have ever before him a 
list of prospective agents just as his | 


men have their lists of prospective | case the agency withholds all his com 
policyholders. He must be everlastingly | missions during the limited time in whi 
on the lookout for new men of the, this agreement is to be in effect. 


this way the agency cannot lose, as the 
advance is guaranteed by the surety, ase 
the new agent is much more likely ® 
make good than if he were given ® 
advance under ordinary terms. 
Must Have Scientific Training 


“so . e 2 f. *nre 
The life insurance man of the tuttt 


proper type, and he must aim to build 
substantially rather than too rapidly. It 
is of more value to secure a small addi- 
tion of new men who will develop into 
first class agents and who will stick, 
than to take on a large number of in- 
competent men, most of whom will stay 
but a short time. Because of careful | uran » r 
selection, last year Mr. Clark lost but, ™ust have scientific training. It pe 
8 men, though he had 55 in his agency | Ot be possible for the man with a ™ 
at the close of the year. His turnover | smattering of knowledge concerning |” 
is about 20 percent, which is consider- | business to succeed any more a 
ably below the normal. He hopes to re- | quack doctor could make a success 
duce it even lower in time. He said that | idea motivating Mr. Clark's agency 
the agency turnover should never be | @ man has taken the course 0! cot a 
above 35 or 40 percent at the highest. pane 


is that the agency must make er ft 
y mana , 
Electing Agents to Membership make good. If the agency 


gets that, 75 percent of the new her 
The best source of agents is of course | will not make aed. It is better to 7 
the organization itself. Mr. Clark trains | and develop the old men than to @ 
his men to be on the lookout for new | to secure new men continually. tat 
agents, as he can in that way secure; The course given by this agency “he 
men who will fit into the organization | three weeks. For the first wee 





- st, 
properly, men of whom the agency need | new men give full time to the cour 
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divided between assigned readings and 
jectures. The program is changed dur- 
ing the second and third week so that 
one-half of each day is spent in the 
field, as the men in this way can be 
getting some business and seeking out 
their living and at the same time get- 
ting practical experience in connection 
with the theoretical training. It has 
been found that the men pick up the 
training much more rapidly when they 
have had experience in the field first. 


Securing Prospects 


After the training course, the crucial 
point in the career of the agent is at 
hand. His great problem is the securing 
of prospects and 99 out of 100 new men 
are completely lost when the time comes 
to start. It rests upon the agency to 
give some real assistance here. Mr. 
Clark has found that circularizing is use- 
ful and profitable. It does not matter 
yery much to what list of prospects the 
letters are sent, as the value depends 
chiefly upon the type of letter and its ap- 
pearance. It is far better to go to the 
expense of providing good and attrac- 
tive letterheads and envelopes; otherwise 
few people will read them. A return 
stamp is a most profitable investment. 
The letter should be short, attractive, 
courteous and to the point, and should 
call for a reply. Some of Mr. Clark’s 
letters have commanded as high as 35 
percent returns. 


Should Call on People 


The agent is urged to call upon every- 
one to whom he has sent this circular 
letter, whether or not he receives a reply, 
fro many will be interested who will not 
write. It has been found by actual ex- 
perience that sales were lost by neglect- 
ing to follow up the letters even when 
no reply was sent in. In one case the 
agent neglected to follow up the letters 
from which replies did not come and 
consequently two $50,000 policies went 
to an independent broker who closed 
them with Mr. Clark’s help. These were 
definitely traced to the circular letter. 
In order to make sure that the agent 
will follow up all of the letters, no man 
is entitled to a new lot of 100 of the 
circular letters until he has submitted 
$500 in premiums from the first batch 
of 100 letters within 90 days. This is an 
incentive to following up all of the let- 
ters he has sent out. In addition the 
agency makes a point of seeing every 
policyholder every year, as well as of 
sending birthday and Christmas cards. 


Prospect Clearing House 


Mr. Clark has also had in operation a 
Prospect clearing house within his 
agency. He said that he frequently 
noticed his men playing solitaire with 
their prospect cards after they had had 
them on hand for some time and have 
done nothing with them. In most cases 
these cards were shuffled frequently but 
nothing was ever done with them. Mr. 
Clark then established a file in charge 
of one man and every agent turns in 
his prospect cards after he is through 
with them if he has not sold the pros- 
pect. The other members of the agency 
have access to this file, and frequently 
see cards which attract their attention, 
and in such cases they have permission 
to take the cards from the file and fol- 
low the man up. In this way many 
tases have been written which would 
otherwise have gone unnoticed. The 
agents have found suggestions in the 
Prospect file which they could follow up 
successfully though perhaps no one else 
im the organization could have sold the 
man, and in all probability the agent 
himself would not have thought of him 
it he had not seen the card. 


Philadelphia Life Supervisors Meet 


prurervisors _and managers of the 
iladelphia Life convened at the home 
office to make plans for the 1925 sales 
‘ampaign of the company. 

eae were round-table conferences 
Nd a banquet followed by theatre 
ay in the evening. An issociation 
as formed to he known as the Phila- 
elphia Life Supervisors Old Guard. 
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“‘Handling Notes”’ 


AVE you—in spite of your best effort—accumulated so many premium 
notes that you are financially handicapped? Have you longed for a 
happy medium between charity and commercial banking where you 
could, on a business basis, finance yourself in such a situation? 


There is just such an arrangement available to and used by agents working under 
the American Central Plan. 


This is a part of the Plan. The pre-selection of prospects, the pre-approach, the 
canvass, control of the interview, close, the handling of notes, and a definite resale 
campaign are all parts of this Plan by which successful agents are professionaliz- 
ing their insurance work and their insurance service. 


Any agent who feels that he might be interested in more details concerning the 
plan may readily secure them by writing today to 


AMERICAN 
CENTRAL 
LIFE 


INSURANCE CO. 





Perhaps the most comprehensive field 
development program in existence today. 
One phase is described in this advertise- 


_ 





— INDIANAPOLIS 
ESTABLISHED 1899 
HERBERT M. WOOLLEN, President 
NUMBER SIX IN A SERIES OF INFORMATION ADVERTISEMENTS 
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George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents. 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 


Address 
ERNEST C. MILAIR, Vice-President and Secretary 























THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


A FIELD ORGANIZER 
CONTRACT—SALARY AND EXPENSES 


GENERAL AGENTS AND MANAGERS 
CONTRACT COMMISSIONS OR COMMISSIONS 
AND EXPENSE ALLOWANCE 


Only Men of Experience Whose Records Will Bear the Closest Inspection Will Be Employed 
Address S. W. GOSS, Vice-President, The Rookery, Chicago, Ill. 


WANTS: 


WANTS: 
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LLINOIS LIFE INSURANCE Co. 


GHICAGS 




















— 
JAMES W. STEVENS, Wiaee 
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Insurance in Force 


157 Million Dollars 


Admitted Assets 
261% Million Dollars 


Income for the Year 1924 
6 Million Dollars 


Capital, Surplus and Special Funds 
5 Million Dollars 

























Since its Organization the [IIlinois 
Life Has Paid Policyholders and Their 
Beneficiaries 2634, Million Dollars. 












We Want Good Men 
and 
Will Pay Them Well. 




























Illinois Life Insurance Co. 


CHICAGO 
JAMES W. STEVENS, Founder. 


Greatest Illinois Company 
1212 Lake Shore Drive 


The Illinois Life is The Dean of the Illinois Legal Reserve Companies 














TRAVELERS ISSUING 
NEW LOW COST FoRy 


Policy Developed to Furnish Mazi. 
mum Amount of Protection 
When Needed Most 


CONTAINS ALL FEATURE 


Travelers Policy At Ten Percent Leg 
Than Ordinary Life Rate Doubles 
Cost at Expectancy 


The guaranteed low cost to life ex. 
pectancy policy which the Travelers has 
just brought out is something new jn 
the field of life insurance, and is & 
signed to fit a distinct need. The policy 
is issued on a nonparticipating basis x 
a cost of about 10 percent less than the 
Travelers rates for the ordinary lik 
policy at the attained age of the appl. 
cant. This premium continues on a 
level basis to the expectancy of the in- 
sured at the time of application, whe 
the rate doubles. 





Insurance When Needed Most 


The policy was developed to furnish 
the maximum amount of protection t 
the assured at the lowest cost when he 
needs it most. For example, a man 2 
age 35 may. have a wife and two young 
children. He needs sufficient insurance 
to provide for his wife for the rest of 
her life, and for the children until they 
are old enough to take care of them- 
selves. When these children have 
started to work and become independent, 
as will be the case normally within 4 
years, the insured’s needs for protection 
are very much decreased. By that time 
he will be 55 years old, and his only in- 
surance needs are for sufficient protec- 
tion for his wife, who at that time wil 
also be older and hence have a much 
decreased expectancy. Consequently the 
insured does not need the large volume 
~4 insurance which he required earlier 
ife. 

Lower Than Ordinary Life 

The new life expectancy policy meets 
this condition by affording gomplete cov- 
erage at the lowest possible rates, consit- 
erably lower than the standard whol 
life rates. At a minimum cost, the i- 
sured gets the heavy line he require 
during his prime of life, when he has the 
most dependents. When he reaches the 
age of his expectancy at the time th 
policy was issued, the rate of the pol- 
icy doubles. If the insured for any re 
son desires to continue the entire volume 
of insurance, he must pay just twice # 
much, but if he has no further use for 
the entire amount, which is the cond: 
tion for“which the policy was designel 
he merely continues to pay the same 
premium, and the amount of insurance 
is automatically cut in half. It must b 
remembered that throughout all th 
years during which he has carried th 
full amount, he has been paying af u& 
usually low rate for his coverage. 
has the additional advamtage, when ™ 
wishes to reduce his insurance, of being 
able to do so without loss which alway 
occurs when he drops a part of his o& 
dinary insurance. Furthermore, he @ 
drop any part of the insurance he wishes 
and retain any part, the premium being 
adjusted automatically to fit the cas 
The policy has cash surrender values 
loan values, disability benefits, and al 
of the features of the ordinary whol 
life forms. It will be issued in amounts 
from $5,000 to the company’s limits, 4° 
is not restricted to any especial class. 


At Age 40 
f 
For example, if an insured is carryin 


a line of $10,000 under this policy, > 
may decide to continue the same pr 


id 
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ium when he reaches his expectancy. 


This will pay for $5,000 of, insurance, | 4o 


and with his reserves on the additional 
insurance, he may secure $3,000 of paid 
up insurance, so that he will have alto- 
gether $8,000, while continuing to pay 
only his former premium. The very low 
rate is indicated by the fact that at age 
40 the Travelers* rate for the ordinary 
whole life policy is $24.01, whereas the 
rate for the guaranteed low cost life ex- 
pectancy policy at that age is only $21.40. 
The rates at other ages are proportion- 
ately lower than the regular ordinary life 
policy. 

The rates and values per $1,000 follow. 
The rate after the age of expectancy is 
double the rate without 
whether the disability provision is in- 
cluded in the policy or not. 






| 


disability, | 


Premium 
With With Without 

Disability Disability Disability 

Age Prevision1 Provision’ Provision | 

16 $12.52 $11.78 $11.70 | 
17 12.75 11.98 11.90 
18 13.06 12.27 12.18 
19 13.30 12.48 12.39 
20 13.55 12.71 12.62 
21 13.90 13.04 12.94 
22 14.18 13.29 13.19 
23 14.47 13.56 13.45 
24 14.77 13.84 13.72 
25 15.20 14.23 14.11 
26 15.53 14.54 14.41 
27 15.88 14.86 14.73 
2 16.38 15.32 15.18 
29 16.76 15.68 15.53 
30 17.18 16.06 15.90 
31 17.74 16.59 16.42 
32 18.20 17.01 16.83 
33 18.68 17.45 17.26 
34 19.34 18.08 17.88 
35 19.87 18.58 18.36 
36 20.45 19.10 18.87 
7 21.04 19.65 19.40 
38 21.88 20.44 20.17 
39 22.55 21.06 20.77 
40 23.25 21.70 21.39 
41 24.07 22.48 22.14 
42 25.22 23.56 23.20 
43 26.18 24.45 24.06 
44 27.15 25.36 24.94 
45 28.54 26.68 26.22 


46 
47 
48 
49 
50 

“651 
52 
53 
54 
55 
56 
57 
58 
59 





Without | 


eee 103.18 190.09 211.85 400.17 
Se udsecoce 101.57 177.72 228.51 419.88 
Values for Year at End of Expectation 
of Life 
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16 45 $389.50 $610 13 104 $305.00 
17 44 385.32 603 13 49 301.50 
18 44 400.58 615 12 294 307.50 
19 43 396.11 608 12 239 304.00 
20 42 391.45 601 12 180 300.50 
21 42 406.57 613 12 59 306.50 
22 41 401.59 605 11 363 302.50 
23 40 396.40 598 11 303 299.00 
24 39 391.00 590 11 239 295.00 
25 39 405.77 601 11 120 300.50 
26 38 399.98 592 11 54 296.00 
27 37 393.94 583 10 351 291.50 
28 37 408.42 594 10 233 297.00 
29 36 401.93 584 10 164 292.00 
30 35 395.15 575 10 92 287.50 
31 35 409.25 585 9 338 292.50 
32 34 401.96 574 9 266 287.00 
330 33 394.32 564 9 191 282.00 
34 33 407.96 573 9 74 286.50 
35 32 399.73 562 s 361 281.00 
36 31 391.10 550 s 282 275.00 
37 30 282.08 537 8 200 268.50 
38 30 394.81 546 ‘ 88 273.00 
39 29 385.04 532 S 1 266.00 
40 28 374.80 518 7 281 259.00 
41 27 364.09 503 7 191 251.50 
42 27 375.62 511 7 83 255.50 
43 26 363.95 495 6 354 247.50 
44 26 351.71 479 6 260 239.50 
45 25 362.18 485 6 158 242.50 
46 24 348.83 467 6 60 233.50 
47 23 334.84 449 5 324 224.50 
48 22 320.20 429 5 221 214.50 
49 22 328.77 434 5 126 217.00 
50 21 312.84 413 5 20 206.56 
51 20 296.22 391 4 279 195.50 
52 19 278.93 368 4 169 184.00 
53 19 285.28 371 4 83 185.50 
54 18 266.55 347 3 337 173.50 
55 17 247.15 322 3 227 161.00 
56 17 251.71 323 3 151 161.50 
57 16 230.78 296 3 38 148.00 
58 15 209.22 269 2 291 134.50 
59 15 211.85 269 2 226 134.50 
60 14 188.72 239 2 116 119.50 
] — 
NAME 


YUST CHANGE 
| NEW YORK, Feb. 25.—The name of 
| the new policy issued by the Travelers 
| has been changed to “modified life pol- 


9 | icy with change of rate at the end of 


y With 
Disability Disability Disability | 
Provision1 Provision3 Provision 
29.66 27.75 27.25 
30.82 28.85 28.31 
32.02 30.01 29.43 
33.78 31.72 31.10 
35.12 33.04 32.38 
36.52 34.41 33.71 
38.00 35.86 35.11 
40.23 38.06 37.26 
41.87 39.70 38.85 
43.58 41.39 40.50 
46.24 44.06 43.12 
48.12 45.96 44.99 
50.07 47.95 46.94 
53.28 51.19 50.15 
Cash and Loan Values 
5th 10th 15th 20th 
Yr. Yr. Yr. Yr. 
$ 21.69 $ 50.03 $ 86.37 $125.91 
22.51 51.87 89.51 130.36 
23.72 54.65 94.30 137.29 
24.61 56.69 97.73 142.138 | 
25.52 58.78 101.26 147.09 
56.90 61.95 106.70 154.88 
27.92 64.26 110.57 160.27 
28.97 66.64 114.56 165.77 
30.07 69.10 118.65 171.40 
31.73 72.89 125.07 180.49 
32.93 75.60 129.52 186.53 
34.18 78.38 134.07 192.63 
36.09 82.71 141.34 202.75 
37.46 85.75 146.28 209.20 
38.87 88.87 151.31 215.63 
41.07 93.79 159.49 226.68 
42.62 97.19 164.88 233.29 
44.24 100.68 170.32 239.74 
46.75 106.29 179.42 251.61 
48.51 110.07 185.12 258.03 
50.31 113.91 190.74 264.13 | 
52.16 117.79 196.24 269.80 
55.16 124.33 206.34 282.45 
57.19 128.43 211.86 287.66 
69.25 132.49 217.09 292.15 
61.34 136.46 221.98 295.76 
64.88 143.77 232.83 308.67 
67.10 147.73 237.32 311.01 
69.27 151.46 241.18 311.91 
73.18 159.25 252.40 324.53 
75.35 162.77 255.45 323.21 
77.42 165.91 257.49 319.58 
79.34 168.56 258.32 313.11 
83.54 176.73 269.39 323.61 
85.34 178.82 268.44 312.29 
86.91 180.18 265.57 296.22 
88.24 180.66 260.37 311.45 
92.74 188.94 270.13 318.31 
93.75 188.16 261.04 333.69 
94.35 185.99 248.08 349.61 
99.04 194.02 255.44 356.69 
99.08 189.67 235.64 373.69 
98.45 183.03 209.22 391.68 


years.” The proposed name “guar- 





anteed low Cost to life expectancy pol- 
icy” was held to be insufficiently de- 
scriptive by the New York department, 
but the policy was approved under its 
present name. Of course the expect- 
ancy of the insured at the time he ap- 
plies for the policy is to be inserted in 
the blank in the name. In order to dis- 
tinguish this policy from the other 
“modified . life” or so-called half-rate 
policy, it is necessary to give the full 
descriptive title. 


Is Moving Its Office 


The North American Reassurance of 
New York is moving to its new offices 


at 250 Park avenue, a block north of 
the Grand Central terminal in New 
York City. President Lawrence M. 


Cathles of this company is now on the 
Pacific coast, visiting some of the com- 
panies with which the North American 
Reassurance has contracts. 


Stevenson Made Director 


E. B. Stevenson, manager of the ordi- 
nary life department of the National 
Life & Accident, has been made a direc- 
tor of the company. Mr. Stevenson has 
been with the National since 1913, serv- 
ing at Dallas, Tex., and in St. Louis 
before being called to the home office 
to do field work in 1915. In 1920, at 
the time of the organization of the life 
department, Mr. Stevenson was made 
assistant manager and when Vice-Presi- 
dent E. W. Craig was transferred to be 
manager of the industrial department, 
Mr. Stevenson succeeded him as man- 
ager of'the ordinary department. 


in the home office 
of the Northwestern National Life of 
| Minneapolis is taking advantage of its 
location within a few yards of one of 
the finest skating parks in Minneapolis. 
The new home office borders on Loring 
park and during the noon hours em- 
ployes find relaxation in donning their 
skates and taking a few whirls over the 
ice, which is always kept in good skat- 
| ing condition. 


The clerical force 








Nineteenth Year 





for life.” 


Jan.1 
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Story of the INTER-SOUTHERN LIFE 
A GOOD COMPANY 


This is our sixth advertisement 
on what makes a good company. 


Finally, no organization will continue and 
remain permanently happy, and therefore, 
permanently organized, unless the work is 
congenial and well understood—unless the 
feeling of security and confidence is ever pres- 
ent, remuneration and promotion are sure and 
secure to the deserving and a supreme confi- 
dence is felt that “This is my chosen vocation 


To do all of this without paternalism, and 
leave each and every representative absolutely 


STATEMENT OF PROGRESS 
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beautiful homes, 


—presupposes an 


Admitted Insurance 
Assets in Force 
$ 326,508.78 $ 3,182,597.00 
1,719,228.64 15,088,585.00 
4,506,612.89 36,260,222.00 
4,664,170.30 37,000,000.00 
4,820,779.76 37,800,000.00 
5,494,297.54 45,569,851.00 
6,143,069.31 57,901,271.00 
6,873,447.45 59,204,201.00 
7,371,274.27 62,591,398.00 
10,464,497.66 
11,685,843.98 101,580,000.00 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President 
IS A GOOD COMPANY 


free in every other line of endeavor, and urge 
them on to accomplish other thin 


worship at the shrine of some unfaltering faith 


of us have fully attained. The most that any 
of us can claim is that each moment of every 
day we do and act, as nearly as may be, along 
these basic principles of good -eonduct and 
sound management. 


LOUISVILLE, KENTUCKY 


wn 
make wonderful friends, 


executive vision that none 


6,045,958.52 
6,773,280.06 
10,391,747.71 
11,497,586.61 
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URGE MONTHLY INCOME 


—_——_—_- 


WOMAN AGENT SHOWS BASIS 





Gives Exceptionally Good Reasons in 
Sales Talk Before Boston Con- 
gress on Feb. 20. 





Women had a definite place on the 
program of the recent Boston Sales 
Congress. Miss Louise Hall of the 
Boston office of the Massachusetts Mu- 
tual gave a splendid address on “The 
Greatest Thing in the World.” Miss 
Hall said: 7 

“I’m going to ask you to consider for 
a few minutes with me just what it 1s 
that makes—or can make—our profes- 
sion ‘the Greatest Thing in the World.’ 

“Surely it’s not mere knowledge of our 
goods, salesmanship, ability, etc.,—neces- 
sary as that may be—but it is, as I see 
it, that spirit of service that makes us— 
live and dream and think and talk in 
surance in terms not of volume of pro- 
duction, commissions, etc., but rather 
in terms of its benefit to humanity. 


Aposties of Monthly Idea 


“When this ‘spirit of service’ becomes 
our driving motive, we shall consider 
selling insurance only half our job— 
the other (and greater) half will be con- 
serving what we have sold. That is we 
shall become zealous apostles of the 
‘monthly income’ idea, no matter 
whether -we sell to men or’ women, 
whether we sell small policies or large 
ones. And, may I say in passing, being 
real converts to the monthly income 
idea means carrying the bulk of our own 
insurance on that plan. If you're not 
yet sold on it, just watch the papers for 
headlines like these: 

“$1,600,000 total annual amount of 
business frauds.” 

“167 Wall Street Firms Fail in two 
Years—Liabilities Over $1,000,000,000.” 


“Ponzi” (and did you know that the 
majority of the Ponzi suckers were law- 
yers, doctors, ministers and teachers.) 


“Koretz” (and his $2,000,000 mail 
frauds). 

“Amoskeag Passes Dividend First 
Time in 84 Years.” 


and to come down to the latest scandal 


| in Boston, we have the 


“Continental Press Co.—Sweeping 


| Scandal in Loans.” 








' “I’m starting a scrap book of such 
items which | have already used to good 
effect in pointing the monthly income 
moral to my prospects. Why is it when 
we all know such stories of loss and 
when our companies tell us that insur- 
ance paid in a lump sum lasts on the 
average only seven years—why is it 
that we don’t sell more income insurance 
than we do? I believe there are three 
reasons—or shall I say excuses: 


Reasons are Given 


“1. We are timid. We don’t dare 
question our prospect enough to pre- 
scribe for him intelligently. We're afraid 
he'll answer, “That’s none of your busi- 
ness.’ He does not make that answer 
to his doctor, nor to his lawyer, and if 
we have the same professional attitude, 
he won't make it to us either. 

“2. We're mentally lazy. It’s too 
much trouble to analyze our prospects’ 
needs and to learn how to make a 
beneficiary clause into a last will and 
testament, so we let him say, ‘Oh, get 
me $10,000 ordinary life.’ And we get 
it, he pays for it, and his widow loses it.’ 

“3. We don’t inform ourselves con- 
cerning trust estates as administered 
by banks. A friend of mine sent this 
letter to 50 banks: 

“Trust Department 
Bank, 

“Gentlemen: 

“It is necessary to invest $100,000 for 
a woman with three children sp that she 
may enjoy the greatest income with 
absolute security. She is to receive this 
during her entire life time and the 
children, two girls and a boy, in the 
same manner till they reach 35 years 











of age respectively. Then the original 
$100,000 is to be distributed equally 
among the children. 

“What rate of interest do you guar- 
antee for them and what is your fee 
for handling this amount? 

“Very truly yours, 

“Here are a few of the replies: . 

“American Trust and Savings Bank, 
Springfield, O.—No bank in the country 
would be able to guarantee any interest. 

“Newton Trust Company, Newton- 
ville, Mass.—Would charge 5 percent on 
gross income collected, no income guar- 
antee. 

“Commerce Guardian Trust and Sav- 
ings Bank, Toledo, O.—No guarantee, 
but 4 percent—4% percent net income 
all that can be safely expected. 

“First National Bank, Hartford, Conn. 
—Would charge 5 percent—no income 
guarantee. 

“American National Bank, Oklahoma 
City, Okla—Would charge $400. 

“Security Savings and ‘Trust Co., 
Portland, Ore.—No guarantee, especially 
when gilt edge securities yield such a 
low rate of interest; municipals, etc., pay- 
ing only 4.65 percent—5 percent—and 
very few of the latter. 

“National Bank of Commerce, St. 
Louis, Mo.—If this bank should accept 
such a trust as the one you suggest, we 
could not, under any circumstances, 
guarantee the principal, or any fixed 
return upon the fund left in our charge. 
Our fee for handling this matter would 
be 5 percent upon such disbursements 
as are made by this bank as trustee. 

“Marine National Bank, Milwaukee, 
Wis.—Would suggest a life insurance 
income policy to meet your require- 
ments. 

“Bank of Commerce, Tampa, Fila., 
was the only one of the 50 that made 
any guarantee. . It guaranteed 6 percent. 
(This is just a tip to any of you men 
who haven’t put your insurance on the 
income plan and are looking for a bank 
to handle it for you). 

“If to date you haven’t had the proper 
respect for our insurance trust option, 
compare these bank testimonies with our 


— 


service which (1) guarantees 3 perce 
and actually pays 44% percent to 5 pe. 
cent (2) guarantees the principal intag. 
(3) no service charge of 5 percent » 
better; (4) no federal income tax; (;) 
no Massachusetts income tax on th 
excess interest provided insured elec 
trust option; (6) no Massachusetts jp. 
heritance tax; (7) no federal estate ta 
up to $40,000 (or on any amount if th 
Frick decision is sustained.)” 

A selection from the “Insurance Sale. 
man” for February on “Program |p. 
surance” was read to close. 


Lefebvre to American Life 


Leon N. Lefebvre, one of the Prov. 
dent Mutual Life’s record producers jp 
the United States for the past foy 
years, has resigned that post to go ty 
Detroit, Mich., where he will becom 
supervisor of agencies for the Americay 
Life. Mr. Lefebvre, among the young. 
est of the big producers in the west, has 
been highly popular at Portland, taking 
an active part in club work and civic 
affairs. Mr. Lefebvre served with the 
Canadian forces during the world war 


Promotions in Great West 


M. H. Bingeman has been appointed 
assistant secretary of the Great Wes 
Life and Reginald Barnsley is made a. 
sistant actuary. Mr. Bingeman has been 
with the company for 25 years. For the 
last 17 years he has been closely identi- 
fied with field work in the branch offices 
in charge of the agency department a 
the head office and was superintendent 
of group insurance. Mr. Barnsley is » 
years old, and qualified for his F. A. §, 
degree last year. 


Senator Fulton of Fairfield has intro- 
duced a bill and it has been favorably 
acted upon the committee on insurance 
in the lowa senate, which is intended to 
afford relief in case insurance companies 
must foreclose mortgages deposited 
with the state department of insurance 
as provided by law. The bill has the 
endorsement of the insurance commis- 





sioner. 











Mexican Dictator. 


May 13, 1865. 








Texas was annexed to the United States in 1845. 


The Lone Star State 


The name Texas came from the “Tejas” Indians. 


The real history of Texas begins in 1821 for in that year Mexico 
finished her war of independence begun ten years before with Spain. 


The last battle of the Civil War was fought in Texas near Palo Alto, 


There is almost as much territory within the boundaries of Texas 
as the original 13 states. 


Royal Union Life 


The first explorers of Texas territory were Spaniards—Cabesade . 
Vace 1528-36 and Francisco Vasquezde Coronado, 1540-42. 


Thousands of Americans came to Texas during the next 15 years 
and they played an heroic part in the defeat of Santa Ana, the 
Texas thereafter for 9 years—1836-1845—was 
virtually an independent republic. 


Insurance Company 


DALLAS, TEXAS OFFICE 
R. F. Lee, Manager 


Branch Office 
2101-2 Magnolia Building 
C. A. Tucker, Cashier 














Insurance in Force, Over $118,000,000.00 
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BOOSTS INCOME PLAN 


GORE MAKES STRONG ADDRESS 





Income Plan Increases Average Size of 
Policies Says Prudential Official 
Before Biennial Conference 





In a recent address before the Pru- 
dential biennial business conference, 
Vice-President John K. Gore said that 
$60,000,000 of business was written on 
the income plan by that company. This 
is about eight times the amount written 
that way in 1921. He pointed out that 
this is less than 10 percent of the regular 
ordinary business. He asked for $125,- 
000,000 on that plan next year. 

The statement that life insurance 
funds have dissipated in five years is a 
misleading statement said he. The word 


“dissipated” leads to the thought that 
the money is wasted. The average 
monthly income policy last year was 


only $3,400, and it can therefore be seen 
that it was a wise plan to place these on 
a basis, whereby they provided a 
monthly income for five years only. This 
dissipates the amount in five years, but it 
fulfills the need that can be filled by 
small insurance policies. 

However, the average income policy is 
50 percent higher than the average of 
the regular ordinary business with the 
Prudential. 


Trust Company Method 


Mr Gore said that a great deal of in- 
surance was being issued, payable to 
trust companies for beneficiaries. He 
said this was very frequently preferable 
to the monthly income plan. However, 
he said it could be classified along with 
the monthly income business as an ideal 
plan of life insurance. 

Political economists, he said, divide 
mankind into two general classes, pro- 
ducers and non-producers. They call 











FIGURES FROM DECEMBER 31, 














1924, 
— LIFE COMPANIES 





STATEMENTS 








Net New Bus. Ins. in Inc. in Prem. Total Pd. Policy- Total 
— aan ies Sorptus rag for wesee Ins, in pores Income Income holders Disburs. 
$ $ 
Am, Mut., La. 443,061 *137,531 38,143 2,338,400 6,476,931 1,000,801 165,884 187,783 37,946 125,137 
Am, Nt., Tex. 20,053,899 1,000,000 1,779,901 124,956,492 252,067,422 37,030,018 7,190,036 9,055,795 1,784,137 6,182,898 
Dur. L., N. C. 838,715 100,000 116,023 12,188,644 17,158,534 1,868,237 1,118,588 1,157,014 418,734 1,011,849 
Fidelity Mut DM § ecedsens 3,123,014 49,169,959 292,470,739 25,222,705 10,653,714 14,362,909 7,128,208 10,157,045 
Grt. So., Tex. 15,730,520 600,000 776,770 33,143,159 132,045,179 16,393,878 3,718,123 4,644,731 1,338,479 2,943,252 
King N. C SB,9SO  wcccccecs 1,900 273,204 300,204 273,204 5,211 8,560 879 4,312 
LaF. S S 271,978 50,000 950 1,723,067 1,872,812 131,310 76,214 119,031 22,242 96,767 
Mo. — Co.. 671,030 200,000 152,603 10,116,000 7,452,356 2,663,644 dy 941 1,006,725 417,681 969,663 
Mut, Lf., Ill.. 2,082,736 200,000 106,894 4,763,860 20,797,905 747,729 211 1690,657 1186,328 1447,057 
Ohio State .. 6,232,436 500,000 523,688 11,229,882 45,627,198 6,889,761 73 1,941,492 264,108 944,733 
O. Line, Wis. 7,106,914 672,635 564,700 12,082,333 58,587,250 6,762,027 2,167,259 305,432 963,070 
Prov. L. & A.. 2,282,283 300,000 300,000 11,239,162 22,544,399 6,843,166 3,201,619 110,181 2,816,393 
Providers ... 1,003,042 145,960 26.345 1,443,300 3. 992.367 626,334 396,802 78,512 232,397 
Prudential.1,196, 348, 261 $2,000,000 45,050,759 1,812,938,569 8,149,707,406 1,012,624,015 350,699,726 122,685,657 198,397,301 
Sec. as Te, Boeken temee cecccese 637,101 14,060,77 79,249,864 3,940,811 3,480,372 1,974,957 3,079,060 
Vic. Nat., Fla. 196,045 100,000 74,957 1,942,259 93° 622,250 1,942,250 TOW = cee ceees 62,371 
We st Cc oast . 10,649,568 500,000 608,336 24,151,665 77,058,168 12,390,857 3,740,936 1,161,663 2,338,353 
*Certificate fund. tLife dept. only. 1$1,890,087.50 has been purchased by trustee for policyholders. 

farmers, builders, miners, producers, ;, ton Manufacturers, treasurer of a num-| in 1924 at the ratio of $2.49 to living 


while they say that life insurance men 
are non-producers. The life insurance 
man they say is only a medium for the 


transfer of funds against loss, on ac- 
count of premature death. In other 
words, he does not create value. As a 


matter of fact, few who have been a 
factor have been able to create values. 
In the year of 1923 there were about 
5,000 pauper burials in the city of New 
York. If the same pauper burial rating 
existed in 1923 that had existed ten years 
before industrial life insurance was estab- 
lished in this country there would have 
been 20,000 pauper burials instead of 
5,000. Many hundred thousands 


of | 


J 
| 


| 


| erick Ayer, 


families have been kept together by life | 


is the kind 


insurance. This, gentlemen, 
of constructive service you are per- 
forming. 
New Columbian National Directors 
The Columbian National Life an- 
nounces the election of three new di- 


rectors. They are Morgan Butler, presi- 
dent of the National Association of Cot- 
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Believe in Each Other 


The Royal Union believes in the present and future greatness of Texas because of its richness 


| Coolidge; 


ber of New England cotton mills, and 
son of United States Senator William 
Butler of Massachusetts, who was so 
instrumental in the election of President 
Philip M. Childs, son of Presi- 
dent Arthur E. Childs of the Columbian 
National, who is a trustee of the Massa- 
chusetts Lighting Companies, and Fred- 
son of the late Frederick 
Ayer, who is a director in the First Na- 
tional Bank and a trustee of his father’s 
estate. 


Made Field Assistant 


Albert A. Kuhle formerly general 
agent of the Des Moines life and annu- 
ity at Sioux Falls, S. D., has been ap- 
pointed field assistant of the life acci- 
dent and group departments of the 
Travelers at Sioux City, Iowa. 





Mutual Life | Figures 


The Mutual Life paid more than 
double the amount to living policy- 
holders that it disbursed as death claims 





policyholders to $1.00 for death claims. 
Dividends amounted to $3,6277,795. Ma- 
tured endowments $10,201,767 and sur 


render values, annuities and disability 
benefits $32,688,074, making total pay- 
ments to policyholders $80,517,636. 


Death claims amounted to $32,252,240. 





New Auxiliary for Woodmen 
| The 
| 
|} new 
b Woodmen 
association 


Woodmen of the World has a 
auxiliary known as the Pacific 
Life Association. The new 
will operate in California, 
Oregon and Idaho under licenses is- 
sued late in December by insurance 
commissioners of the states mentioned. 


Equitable Life Salesmanship School 


| The Equitable Life of New York will 
| conduct the first of its Chicago sales- 
manship schools for the year for three 
weeks beginning on March 28, in 
charge of Dr. G. Vanarsdale. 
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in soil, natural resources, and a virile, intelligent citizenship. 


Texas has shown her belief in the Royal Union by the steady increase in the amount of life in- 


surance this company has in force upon the lives of its progressive people. 


“Cotton” 
other crops. 


world’s production. 


Texas ranks first in cattle and sheep, raises large quantities of corn, wheat, oats, rice, possesses 


great timber tracts and petroleum fields. 


Life Underwriters find business is good in Texas—for this has been a 


“Lone Star State”—also for the Royal Union. 


ROYAL UNION LIFE 


is the greatest wealth producing crop in Texas—for it pnactically equals in value all 
Texas produces 1/3 of the cotton grown in the United States, and 1/6 of the 
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CONDENSED ANNUAL STATEMENT 


Peoples Life Insurance Company 


December 31, 1924 
ASSETS 


l‘irst Mortgage Loans on Real Estate 
Loans to Policyholders...............0.0%: 
Home Office Building ....... 





Real Estate 
Liberty Loan Bonds..... 
Premium Notes ............ 


oh20260809340900 20 © O88. 6 


Deferred and Outstanding Premiums .......... 


Cash and Other Assets............ 


‘Total Admitted Assets. . 


64406 6 @ 0 © 0.83600 


j LIABILITIES 


ee | ea a an Le as ae 


Dividends Left to Accumulate...... 
Ce ew cvaaia 


All Other Liabilities........ 


SURPLUS TO POLICYHOLDERS 


BORNE CANS . HI 


GAINS MADE IN 1924 


Gain in Premium Income.... 
Gain in Mortgage Loans.... 
Gait GR HORST VS. oo cc cc cc cces 
Gain in Admitted Assets..... 
Gain in Insurance in Force... 
INSURANCE IN FORCE DI 


Re ES A 


~ 


a 


. 


ese oe 
is ee 6 
os me 
6. 6k @ 


CEM 


“ee eee @e wee eee 


BER 31, 1924 


“ee @ @ 


.$ 2,687,766.00 
645,435.42. 
- 100,000.00 


50,000.00 


47,588.41 
120,125.35 
120,146.20 





.$ 3,771,061.38 


.$ 3,251,645.00 
92,203.53 
: 14,228.10 
37,077.08 
375,907.67 





.$ 3,771,061.38 


.$ 212,883.54 
. 468,270.00 
. 750,938.86 
. 703,379.90 
. 10,754,049.00 


.$38,548,289.00 


Peoples Life Insurance Company 


“A Friendly Company’’ 
Frankfort, Indiana 
General Agency Openings in the following States: 


, 


Illinois 
Ohio 


Indiana 
Michigan 


Iowa 
Tennessee 





Arkansas 
Texas 
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PROPOSED LAW CHANGE 









Life Companies Find Items of Inteny 
in Wisconsin Recodification 
Plans 





























shares of the capital stock of the com 
pany.” In other words, the only wy 
in which the “dividend” can be used 5 

















Life Notes 


The Massachusetts Protective Life © 

































talked shop at a gathering 
few naahas ago by General Agent 5 
Recker at Piqua, O. Manager in, © 
Young of Lima and W. &§. Boy? jum 
perintendent of agencies from CO. g 
were among the guests Raymror | 
Boller, who recently went from io sist! 
Dayton to take charge of the 
Life Office, also was present. 
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: ' W 
Although the impression has hee stro 
gained in many quarters that the Dt was 
posed revision of the Wisconsin ingy. el 
ance code meets with the approval ¢ Tax 
all the branches of insurance except thi : = 
accident and health, there are a numbe idge 
of changes included in the plan whiafm £0?" 
will bear inspection on the part of jg (uct 
insurance men and may possibly reaifame feder 
in their opposition to the entire propo Prese 
sition, because it is all one bill, of lif 
Definition of “Dividend” not 
The chapter on life insurance defing rom 
“dividend” as “the shares of profits inal on be 
underwriting and investment of asain. 
and declared by directors.as an inves. “Th 
ment return out of net earnings ail . . 
payable to the holders or owners ¢ feder 


A 


to refer to the dividends on capitd 
stock. ‘ 
What are usually known as policy clo 
holders’ dividends are called “refunds ¢ act 
over-payments.” The question ariss 
whether this definition on the part of tk . 
law will make it compulsory for tk of 
life insurance companies to follow thi jec 
in their literature and rate books. Wil rat 
the participating companies have ¢ era 
forego the use of the word dividen/ me! 
This might necessitate the use of # 
entirely new set of literature in th “ 
state of Wisconsin and throw a goo tual 
deal of current matter into the discal der 
That part of the law referring # cee 
group insurance makes the mast stoc 
policy held by the employer—and ince 
one but the employer—necessary. Grow anc 
policies cannot be issued to fraterm ari 
benefit societies, labor organizations ¢ seri 
vocational groups not directly engage tor 
by a single employer. Wholesale ins 
ance then shall not be styled group # “] 
surance, disp 
In the case of participating compan a st 
the commissioner will have the right ® few 
declare the rate charged for permanett case 
and total disability benefits as insu ceed 
cient on the theory that an insufficies | whic 
permanent disability premium is detratt | 
ing from the amount to be returned # “T 
refunds for over-payment to holders ¢ poin 
participating life insurance _ police it is 
which do not carry the disability reattt exec 
— and | 
, fers 
Missouri State Life Conventions mucl 
The convention of the Hundred Tht state 
sand club of the Missouri State Life™ resid 
be held at the home office March 16 # 
17. The convention of the Quarter 
lion club will be held at Havana, (0% 
April 1 and 3. makes | 
hscation 
socialist; 


sented a 
collect r 


sroresanee, Mass., has been licensed "HF tay levis 
llinois. a consti 
J. Charles Rietz, actuary of the — ones 
land Mutual Life, Columbus, O., has al Is 
chased a home in Bexley, a subur or ready 
that city. ; ea bu: 
The M, S& I. Club, composed of “Ei through 
ployes of the Missouri State Life, OMB heig ; 
a Hatchet and Cherry Tree Dance ® . q or 
home office building the evening 0) market. 
21. A large crowd was anticipate taxes in 
the club's affairs are always very Property 
able. nesmand wh; 
The Dallas, Tex., offices of the wor ~ nat 
Standard Life were damaged to ¢ ult Ith the 
tent of $5,000 this week when fire § Value. 
the Elks building. The Jefferson © there are 
ard occupied the ground floor he i the ¢ c 
building. E. S, Albritten said ™e e first 
was covered by insurance. Life ast he val 
. io State Li se f{- 
A number of Ohio State arrang ese for 
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CITES INROADS OF TAX 


TOLD BY PRESIDENT COOLIDGE 





His Appeal for Reduction of Inheritance 
Taxes Makes Strong Argument 
for Life Insurance 





WASHINGTON, D. C., Feb. 24.—A 
strong case for inheritance tax insurance 
was presented by President Coolidge last 
week in his address before the National 
Tax Association here. President Cool- 
idge did not mention life insurance in this 
connection, merely recommending a re- 
duction and eventual elimination of the 
federal estate tax, but the arguments he 
presented made a strong case for the sale 
of life insurance for tax purposes. He 
not only condemned the federal estate 
tax, but the state inheritance taxes, 
showing the latter to be a heavy burden 
on builders of estates and yet one which 
cannot be readily removed. 

The president said that the present 
federal estate tax in some instances 








——$<$<—+— ———————— 


Arguments for Insurance 


| 

| 

“The present federal estate tax || 
closely approaches, if it is not | 
,actually confiscation. 
ar ae | 

“A share of stock, on the death || 
of its owner, might be made sub- 
ject to seven different and sepa- || 
rate inheritance taxes by the fed- || 
eral and i 
ments. | 


various state govern- 


* * * 


“All this means not only an ac- 
tual amount of tax which may un- 
der particular circumstances ex- || 
ceed 100 percent of the value of 
stock, but the expense, delay and 
inconvenience of getting clear- 
ances of the states which claim 
a right to tax the property is a 
serious burden to the heir who is_ || 
to receive the stock. 

* * + 


~ 


“Particularly is this expense 
disproportionate to a tax paid by 
a small estate, which has but a 
few shares of stock. In many 
cases the expense alone must ex- 
ceed the total value of the shares 
which it is sought to transfer. 
.a o 


“Looking at it from the stand- | 
point of state revenue, I am told | 
it is probable that the full cost to || 
executors of ascertaining the tax 
and obtaining the necessary trans- 
fers is, in the aggregate, nearly as_ || 
much as the tax received by the 
States upon this property of non- || 
resident decedents.” 

—President Coolidge. 





tL “ 


makes levies that closely approach con- 
hseation. He said that the program is 
socialistic in nature and should be pre- 
sented as such, rather than as a law to 
collect revenue. He said that the heavy 
tax levies on the estate of a decedent 
constitute a menace to business. This 
capital is not usually represented by cash 
or ready marketable securities, but may 
be a business built up by the decedent 
throughout his lifetime or property long 
held, for which there is no immediate 
market. In consequence, to pay the 
taxes in cash, executors must sell the 
oe which comes into their hands 
<4 at is equivalent to a forced sale, 
ith the usual consequences of loss in 
— President Coolidge said that 
oy Regd two effects of security sales, 
ata -- hen a tendency to lower se- 
hee = ues throughout the country by 
pemowal of tenes eet the second, the 
sting wo bong iration in building or cre- 
Woes President said that the right to 
wed Goan Owes its existence not 
“Ap. ederal law, but to the laws of 

State. Therefore, federal estate 


- 
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INSURANCE PATRIOTISM | BIG DENVER 


GIVES IMPORTANT FUNCTION | TOP NOTCHERS ON PROGRAM 


Hart Tells How Life Underwriting Fits Nearly 500 Life Underwriters in Attend- 


in With Preservation of 
Nation 


DENVER, COLO., Feb. 25.—‘What, | 


then, is the purpose of life insurance? | 


Protection for the weak by amassing | i ual 
| of the Colorado Association of Life Un- 


the joint economic strength of many. 
Both government and life insurance, 
therefore, are alike in end. Each has 
as its aim the protection of the indi- 
vidual. If they do not conflict, if they 
do not duplicate, then they must co-op- 
erate toward that end,” said Hugh D. 
Hart, New York general agent of the 
Aetna Life addressing the banquet of 
the Colorado Underwriters Associa- 
tion. 

“The government protects the indi- 
vidual in his primary rights. Life in- 
surance add economic strength to the 
weak, individually. 


Life Insurance Patriotic 


“What are the methods of life given 
to the service of patriotism? Life in- 


surance is an aid; it is, therefore, pa- | lowed. 


triotic. 


go wrong. If conditiens do not suit a 
certain group, that group is not slow 
in demanding that the powers at 
Washington remedy the conditions. But 
they cannot do everything. Here life 
insurance steps into the breach for in- 
dividual solving of economic problems. 
The man who is insured taxes himself 
to save the nation from bearing the 
burden of his dependents when he is 
no longer here to bear that burden. 

“The life insurance business gathers 
large sums of money which is invested 
in the development of railways, build- 
ings, schools, roads—in the upbuilding 
of the nation. 

“But a more striking argument. for 
the patriotism of life insurance is found 
in a little pamphlet entitled, ‘The Liv- 
ing American’s Dollar, Whither It 
Goes; The Dead  American’s dollar, 
Whence It Comes.’ Of the living 
man’s dollar, food claims thirty-two 
cents; rent, 15.3 cents; clothing, 13.3 
cents; savings, 12 cents; music, 9 cents; 
recreation, 4.6 cents; fuel and light, 4.3 
cents; furniture and general supplies, 
2.5 cents; medicine, 2/3 cents; charity, 
.9 cents, reading, .8 cents and life in- 
surance, 3 cents. 

“The dead American's dollar, whence 
does it come? From all other sources, 








13 cents, and from life insurance, 87 
cents.” 
taxation has not the natural excuse 


which is conceded to state inheritance 
taxation. Particular reference was made 
in the address to the inroads of estate in- 
heritance taxes, the president citing one 
example of how a share of stock, on the 
death of its owner, might be made sub- 
ject to seven different inheritance taxes. 
He said this may result in an actual 
amount of tax of over 100 percent of the 
value of the stock, and in addition the 
expense, delay and inconvenience of 
clearing the estate to the heir and ben- 
eficiary. 

He said that a solution of the entire 
problem requires cooperation on the 
part of the states. He pointed out that 
particularly on the part of the states this 
is a difficult problem, as the states would 
have to make up its tax loss in some 
other way, if the inheritance tax were 
removed. He said the state taxes are 
already so high as to menace the pros- 
perity of the farmer and thus any 
change in the tax system would have 
to be very gradual, with a slow retire- 
ment from the field. The president’s en- 
tire address constituted a strong argu- 
ment for the protection of estates by 
life insurance against the inroads of 
state inheritance taxes and the federal 
estate tax. 


| derwriters here Friday. 


| 
| 





ance to Hear J. W. Clegg and 
H. D. Hart 


DENVER, COLO., Feb. 25.—Nearly 
500 live underwriters of life insurance 
attended the fifth annual sales congress 


The association 
was particularly fortunate in having two 
of the nation’s most prominent life men 
as speakers, President John W. Clegg of 
the National Association of Life Under- 
writers, and Hugh D. Hart, member of 
the firm of Hart & Eubank, New York 
City managers for Aetna Life. 

W. W. Winne was chairman of the 
morning session, when the topic was 
“Sales Strategy and Tactics,” by Harry 
W. Wood, agency director of the Ameri- 
can Life; Frank C. Hughes, Mutual 
Benefit Life, and B. A. Notson, Colorado 
agency manager, New York Life. 

Association Clegg’s Topic 


“Your Association” was the subject of 
*resident Clegg’s address, which fol- 
He called attention to the fact 


Modern people are far quick | that years ago no high class man would 
to call for government aid when things | 


enter the life insurance business for the 
reason that he would place himself in 
the position of the common peddler. 
He went on to speak of the improve- 
ment in the equipment now available to 
the underwriter. He credited the great- 
est proportion of the good that has been 
brought about in changed conditions in 


life underwriting to the efforts of the’ 


National Association of Life Underwrit- 
ers. 
Mr. Hart’s address, “Our Problem 
and How to Meet It,” closed the morn- 
ing session. 

Myron S. Collins, Aetna, 
Springs, was the afternoon 
“Sales Essentials” was the topic. 
Thomas G. Eagan, Lincoln National 
Life; Curt A. Schroeder, Northwestern 
Mutual, and Ernest C. Orr, Mutual Life 
of New York, were the discussion lead- 
ers. 
“The Big Producer and the Small Pro- 
ducer,” by Mr. Hart closed the after- 
noon session proper, but many of those 
attending stayed for the talk on agency 
building given by Mr. Hart. 

Louis Baine, president of the associa- 
tion, was toastmaster at the banquet. 
President Clegg spoke on “The Under- 
writer of the Future,” and Mr. Hart was 
heard on “Life Insurance and Patriot- 


Colorado 
chairman. 


ism.” 
Prizes offered a year ago were 
awarded by President Louis H. Baine 


at the banquet as follows: 

Most lives insured—D. R. Hindman, 
Equitable, Trinidad, 165% lives, first 
prize; F. S. Ratterman, ‘National Life 
U. S. A., Denver, 127 lives, second prize. 

Largest paid production—F. J. Rein- 
hard, Equitable, Denver, $450,329, first 
prize: Ray S. Peters, Aetna, Denver, 
$402,000, second prize. 

First prizes consist of engraved lov- 
ing cups, which must be won for three 
years to obtain permanent possession. 


Alexander Made Vice-President 


The election of Fred L. Alexander to 
the vice-presidency of the Lafayette Life 
of Lafayette, Ind., fills the vacancy 
caused by the death of Edgar Golds- 
berry. Mr. Goldsberry was one of the 
founders of the company and for the 
past nine years had served as its vice- 
president. His outstanding contribution 
to the success of the company was in 
connection with its new home office 
building. 

Mr. Alexander entered the insurance 
field 20 years ago as a district representa- 
tive of the New York Life, resigning 14 
years ago to accept the superintendency 
of renewals of the Lafayette Life. Five 
years ago he was promoted to comptrol- 
ler of the company and has had super- 
vision of the real estate loan department. 





CONGRESS 
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SEEK CHANGE IN 
STOCK SALES ARE UNDER FIRE 


New Bills in Kansas Will Place Regu- 
lation in Hands of Insurance 
Department 


Bills intended-to stop the operations 
of the stock-with-policy life insurance 
companies and prevent the alleged scan- 
dals in stock sales which brought about 
the receivership proceedings against the 
Commonwealth Fire & Marine have 
been introduced in the Kansas legisla- 
ture by the insurance committees of the 
house and senate. The bills take away 
from the Kansas blue sky board the 
regulation of the stock sales of insur- 
ance companies only and place complete 
jurisdiction of the organization of in- 
surance companies in the hands of the 
insurance department. 

All corporations seeking to sell stock 
or other securities in Kansas must ob- 
tain authority from the blue sky board. 
The commissions are limited to 20 per 
cent under that law. In the Common- 
wealth case it was shown that the 
company was paying the promoters an 
extra 5 percent commission and in ad- 
dition had allowed large expense ac- 
counts to the stock salesmen. 

The proposed bills give the superin- 
tendent of insurance complete authority 
to make investigations into the plan of 
the organization and the character of 
the men promoting the new company. 
Before there can be any sales of stock 
in any sort of an insurance company in 
the state the promoters must first ob- 
tain a certificate of authority for the 
organization. At present the insur- 
ance department has no _ jurisdiction 
over the organization of any company 
until after the company has sold its 
stock and is ready to begin writing in- 
surance. 

The bills require that the superintend- 
ent of insurance must approve all plans 
of organizations which the promoters 
may have and this gives the depart- 
ment a chance to prevent the sales of 
stock with policies if the superintendent 
desires to do it. 

The bill is quite drastic in some of 


its terms. Arvarently it has a good 
chance of enactment as the insurance 
committees of both branches are ac- 


tively working for the bills. 


SNYDER AGENCY CONVENTION 


Massachusetts Mutual Life Men in the 
Cleveland District Held Their 
Annual Gathering 


The meeting of the Elmer W. Snyder 
general agency of the Massachusetts 
Mutual in Cleveland, was held Feb. 14. 
George H. Schumacher, president of the 
agency association, presided at the busi- 
ness sessions and acted as toastmaster 
at the banquet. 

The home office was represented by 
Joseph C. Behan, superintendent of 
agencies, and A. T. Maclean, associate 
actuary, who explained the new text- 
book just gotten out by the home office. 
Besides giving a survey of insurance in 
general and a history of the Massachu- 
setts Mutual, it explains the various con- 
tracts issued by the company, and their 
uses. This book will be of great aid in 
training new men as well as a valuable 
reference for experienced agents. 

The agency celebrated its biggest year, 
and has, for the past several months, 
been writing. business at the rate of over 
a million a month. 








When all is said and done the Little 
Gem Life Chart is the most complete 
and satisfactory vest pocket book issued, 
showing policies, premiums, values, divi- 
dends, net costs and financial statements 
of the larger life companies, It will be 
out April ist. If not already ordered, 
write at once, enclosing $2, The Na- 
tional Uaderwriter Co., Cincinnati, Ohio, 
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What a Life Agent Mast Be 


Tue life insurance agent must first of 
all be a gentleman, refined, courteous, well 
groomed, temperate, morally clean, self 
respecting and honest. The impression a 
man creates when he first walks into an 
office is frequently lasting, and the agent 
must be careful to make that impression 
favorable. He must be thoughtful, alert 
and able to grasp the situation instantly. 
He must be a gentleman in the discus- 
sion of his subject, which means that 
he will not knock any other company. 


Too many sales are lost by knockers. 
He must be self confident, but not nervy 
in the ordinary sense of the word. His 
confidence must be based upon his thor- 
ough knowledge of his work and the abil- 
ity to understand human nature and know 
when the prospect is convinced. If he 
knows what he is about, and has confi- 
dence and respect for himself and for his 
profession, he will inspire confidence and 
respect in the mind of his prospect, the 
surest way of winning his application. 


Price Not the Real Factor 


Arter all, price does not count so much 
inthe sale of insurance, if the quality and 
service are there. In the first place, a 
person buying insurance wants to know 
that the indemnity he is being offered is 
dependable. He desires to know that the 
information that is imparted is true and 
that the promises that are made are re- 
liable. In other words he wants guaran- 
ties, not predictions. Where a man can 
convince his clients that he is on the 
square, he can sell him the goods. 


A speaker said the other day that he 


‘would be glad to know of an honest and 


reliable garage man in his community to 
whom he could go at any time and be as- 
sured of getting honest and reliable serv- 
ice on an automobile. He said he would 
be willing to spend more money to have 
the satisfaction of dealing with such a 
man. Reliability is a wonderful attribute 
for an insurance man to have, 

The confidence of his clients is the 
prime essential for success. 


Working by Definite Schedule 


W. W. WituraMson, Chicago manager 
of the PHoenrx Murtuat Lirt, and presi- 
dent of the Cuicaco Lire UNDERWRITERS 
ASSOCIATION, gave the organization some 
practical advice the other day. Mr. 
WiuiaMson entered the life insurance 
field through the rate book route, getting 
into it from manufacturing lines. Be- 
fore he secured an application he worked 
probably four or five weeks. Mr. WiL- 
LYAMSON therefore knows what confronts 
a new agent. 

He made the rather startling state- 
ment that of the full time men writing 
life insurance, only 23 percent are really 
making good and that 77 percent are not 
even making a living. He thinks that 
the cause of failure is due to the fact 
that life insurance salesmen are placed 
too much on their own initiative and re- 
sources, are regarded as their own 
bosses and are not put through the ropes 
as are salesman in other lines. Mr. 
Wuuiamson believes in 


systematic, 


definite procedure. He would have 
men report at the office at a regular 
hour in the morning, have them work 
systematically through the day, and labor 
up to closing time in the evening. He 
puts the actual working time when solic- 
iting must go on, from 9:30 to 12 o’clock 
and from 2:30 to 5 o’clock. The mini- 
mum number of interviews per day 
should be five, two of them new and 
three of them old. 

One point that Mr. Wu.iamMson 
stressed was that life insurance men 
should work when other people are 
working. He does not think that the 
sale of life insurance differs much from 
the sale of commodities because the law 
of average works if the salesman him- 
self works. The trouble is in life in- 
surance soliciting that men are loafing 
too much, they are not working sys- 
tematically or intelligently, they are not 
hitting the ball. <A definite schedule is 
a valuable aid to any salesman. 


Conserving the Business 


In a recent issue of the house organ 
of the Connecticut Mutua Lit, this 
statement is made: “While you are 
making plans for quantity production 
you may well bear in mind its quality. 
The final test of your efforts during 
1925 will be not wholly how much life 
insurance you sell, but how much actu- 
aily persists and accomplishes that for 
which it was sold.” 


That in a very compact phrase is the 
essence of good life insurance field 
work, The Connecticut Murtvat says 
that last year some $6,000,000,000 of life 
insurance lapsed. That is a tragedy. 
There is something wrong. It is well 
once in a while to stop and visualize 
just what that $6,000,000,000 life insur- 
ance would have meant to thousands of 
homes. 








“Too many Nelsons” was the reason 
given by Arthur T. Nelson, special agent 
for Northwestern Mutual Life at Madi- 
son, Wis., as his reason for adopting his 
cld family name of Lowe, and becoming 
hereafter-known as Arthur Nelson Lowe. 
Nels Tieman Lowe, his grandfather, who 
was born near Valders, Ncrway, changed 
his name after coming to this country, as 
was the custom among many Scandi- 
navians who migrated to America in the 
19th century. Among the 123 Nelsons 
in the Madison city directory are three 
Arthur Nelsons, and the resulting incon- 
venience ‘cavsed Mr. Lowe’s decision to 
resume the old family name. Arthur T. 
Nelson Lowe is well known in life insur- 
ance circles in Madison. 


everyone and his 
dog, in a city of about 250,000 people, 
as just plain “Sam,” is a distinction. 
But to be able to elicit a smile from all 
rcomers, though 
they all . know 
that sooner 
later life insur- 
ance will be the 
topic of discus- 
sion, is something 
more Sam 
Weems, _ general 
agent for the 
Minnesota 


To 


be known by 


las, Tex., enjoys 
in his own city of 
Dallas. 
however, 
cere and strenu- 
ous booster for 
his home city, and 
everybody knows 
that too. 


“Sam,” 
1s a sin- 





SAM WEEMS 


just this relation | 





or | 


Mu- | 
tual Life at Dal- | 


| 


| has gone to the Pacific coast to visit the 


He combines in | 


an unusual way marked ability as a 
personal producer with the capacity for 
handing the company’s second largest 
agency in the United States. For three 
consecutive years he has led the field 
forces in personal production, paying for 
as high as $1,500,000 personal business 
in one year. His business is of the 
highest character. As a result, Sam is 


|}a member of the company’s “Randall 


Club,” the “President’s Club,” and his | 


renewal ratio always puts him near the 
top of the list. 

Sam Weems specializes on program 
work, particularly on a special form of 
contract issued by the Minnesota Mutual 
for educational purposes. 
ability to paint a picture has had added 
to it the zest that comes from paying 
several claims. At a recent company 
convention he told of three boys wha | 
were attending the state university in 
Texas because their fathers had acted 
quickly enough in arranging this special 
contract for their sons. 


| past two or three years the Life Under 


Sam’s natural | 


vived by four children, they being ) 
Hobart Montgomery of the Unis 
States marine corps; William H. Mor 
gomery, associated with his fathe 
the home office of the Acacia Mut, 
Robert Montgomery, who is with @ 
Acacia Mutual at Atlanta, Ga., and \j 
Maud Montgomery. 





Clark E. Lindsay, agent at (hy 
lottesville, Va., for the Mutual Life 
New York, has had only one pol 
to lapse since he began writing for 4 
company Dec. 13, 1922. This policy 
said to be now in course of restoratiy 













A. A. Drew of Chicago, general age 
of the Mutual Benefit Life, is a 
sided man with varied interests. 
now a publisher. 
Pelican’s Chicago Squab.” The “Pé 
can” is the house organ at the home ¢ 
fice of the Mutual Benefit Life. 
Drew has already issued two or the 





. . . He 
He is issuing “ 









numbers. The publication is full of ch 
chat, poetry, educational stuff, thr 
talks, honor roll, photogravures, e& 






Fern Linnell of the Chicago agency 
the editor. 






Dr. Willard B. Carpenter, medical é 
rector of the Columbus Mutual Lit 
Columbus, O., was 69 years old one dy 
last week and the Columbus “Dispate’ 
published his picture and extended hia 
congratulations. 













President J. C. Maginnis of the Ev 
reka-Maryland Assurance of Baltimon 






agencies there. He will return Marc 
15. 











Sam C. Pearson of Pearson & Larson 
general agents of the Northwestern Mc 
tual Life at Kansas City, has been » 
pointed by the mayor as a member d 
a new Committee of 100, formed by the 
mayor to be his advisors in respect #0 
Kansas City’s needs and_ possibilities 
The committee has already organizel 
and will start at once on a survey @ 
the city’s needs. It will then make rec 
ommendations to the mayor, incorport 
ing not only the needs but suggestion 
for the way to fill the needs. For the 


writers Association of Kansas City tu 
taken more and more part in civic mat 
ters. Mr. Pearson was president of the 
association last year. 


H. E. Gaddis, who for many years has 
been “trouble man” and expert stat 
tician in the Hobart & Oates agency ® 

Chicago of the Northwestern Mutul 
Life, will hereafter devote . talents e 
clusively to field work. E. T. Lothgres 
for some years he with the 


Mr. Weems believes in keeping up | agency, has assumed charge of the desk 


writing the small cases all the time an 

taking the big ones a$ they come. As 
a, result he is a leader in the company’s 
“App-A-Week Club,” his record showing 
that he has gone over 150 weeks without 
failing to produce. Several times his 
weekly production has run as high as 
12 applications in one week. To main- 
tain such a stride in personal production 
and at the same time handle an agency 
paying for between four and five mil- 
lion a year, means just one thing,—work. 


L. H. Hannah, who recently became 
assistant superintendent of agencies of 
the Equitable Life of Washington, D. C., 
served the New York Life for 20 years. 
He is now out on the firing line, organ- 
izing agencies. 


Mrs. William Montgomery, wife of 
President Montgomery of the Acacia 
Mutual Life of Washington, D. C., died 
last week after a brief illness. Inter- 
ment was at Rock Creek Cemetery, 
Washington. Mrs. Montgomery is sur- 


| 





formerly occupied by Mr. Gaddis. 


George W. Ayars, 
for two consecutive terms of 
Underwriters Association of 
geles, who became connected wit ~ 
Phoenix Mutual Life several mont 
ago, has returned to Los Angeles after 
an extended visit to the home office 0 


former president 
the Life 














his company in Hartford 1 and a ““ 
ber of its eastern agencies. He 7 
been assigned to special duties sf 

e ome 


direct representative of the hom 
in connection with the development ‘ 
the California agencies of the Phoem 
Mutual and will make his headqua* 
ters in Los Angeles, dividing his tim* 
between that city and San Francis 
Mr. Ayars will cooperate actively with 
Ernest. R. Putman, manager se 
Angeles, in extending the one. of at 
southern California agency, - - 
plans of the company also ‘nel rit 
energetic campaign of agency orga® 
tion and development work in 

Francisco and the Bay Cities district. 
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ss LIFE AGENCY CHANGES | 





| 





J. F. TROTTER IN KANSAS CITY 
Sioux City Manager Given Charge of 
Office Vacated by Elon S. Clark, 
Who Goes to Topeka 





J. F. Trotter has been appointed man- 
ager for the Mutual Life of New York 
at Kansas City, succeeding Elon S. 
Clark. Mr. Clark has been transferred 
to Topeka, where he formerly was lo- 
cated and where he has extensive busi- 
ness interests. Mr. Trotter goes to Kan- 
sas City from Sioux City, Ia., where 
he has been manager for the past two 
years. He was given the Sioux City 
post two years ago, when the Mutual 
Life moved its branch office from Sioux 
Falls, S. D., to Sioux City. Mr. Trot- 
ter had been making a record in the 
Winnipeg office. The first year he 
bought his office from 54th to 27th place 





J. F. TROTTER 


among the 62 branches of the company. 

Last year he finished 11, with a year’s 
writing of $6,500,000 of business. Last 
year the Sioux City office was in first 
place in the number of agents per $1,000,- 
000 of production. Mr. Trotter has also 
been active in civic matters and public 
enterprises. 

Mr. Trotter will be succeeded in Sioux 
City by Lloyd Geddes, who has been 
manager at Lincoln, Neb. At a meet- 
ing of the Life Underwriters of Sioux 
City, Mr. Trotter resigned the presi- 
dency and was succeeded by J. D. Walsh 
of the Bankers Life, A. H. Stoeber of 
the Equitable Life succeeding Mr. Walsh 
a vice-president. 


ANDERSON ST. PAUL MANAGER 


Mutual Trust Life of Chicago Announces 
Appointment at One of Its 
Important Offices 





Alfred L. Anderson has been appointed 
Manager of the St. Paul office of the 
utual Trust Life. Mr. Anderson has 
d considerable life insurance experi- 
ence. For several years he was a mem- 
ber of the Mutual Trust agency organ- 
vation, writing insurance in Iowa and 
‘sconsin. Later he was connected with 
the Lutheran Brotherhood as organizer 
im North Dakota and Wisconsin. 
with his experience and ability, the 
utual Trust Life expects a rapid in- 
frease in the volume of business done in 
the St. Paul office. 





Thomas D. Roberts 


gaeemes D. Roberts has been appointed 
~ ~ agent of the State Mutual Life 
+A uthwestern North Carolina with 
mertarters at Charlotte. He was for- 
= located at Hopkinsville, Ky., and 
een engaged in the life business. 


OHIO NATIONAL APPOINTMENT | 





Claude Briggs Has Been Chosen as 
General Agent for Detroit—Other 
Announcements Are Made 





The Ohio National Life has appointed 
Claude Briggs general agent for De- 
troit and vicinity." He was formerly 
general agent for another company in 
Detroit and before that was well known | 
in the banking circles there. He is young | 
and energetic and the Ohio National | 
believes that he has a great future be- 
fore him in the business. 

Other recent appointments of the 
Ohio National have been J. A. Pulskamp | 
as district agent at Celina, O., and H. | 
L. Hileman as district agent at Will- 
shire, O. The former was connected 
with a thriving business in Celina which 
he turned over to his son so that he 
might devote his entire time to the so- 
licitation of life insurance. The latter | 
sold out his merchandising business to 
return to the life insurance field for 
he was connected with it some years | 
before. 





G. G. Caudill 


G. G. Caudill, who during the last 
two months of 1924 wrote $150,000 
worth of business and got the money, 
has been made district manager for the 
Pan-American Life, with headquarters 
at Blytheville, Ark. 





| Paul Weyrauch 


C. S. Samuel, vice-president and gen- 
eral manager of the Oregon Life, has | 
announced the appointment of Paul | 
Weyrauch as supervisor of agencies in 
southeastern Washington. He will have 
his headquarters at Walla Walla. In 
recent years Mr. Weyrauch represented 
the New York Life at Walla Walla. 


W. O. Clark 


W. O. Clark has been appointed gen- 
eral agent of the Pan-American Life in 
Arkansas, with headquarters at Little 
Rock. He has been in educational work 
for quite a long time and took up life 
insurance work about three years ago. 








E. D. Thompson 


E. D. Thompson, who has been city 
manager for the San Jacinto Life for the 
past five years, has been appointed gen- 
eral agent for the Central States Life 
of St. Louis for eastern Texas with head- 
quarters at Beaumont. Mr. Thompson 
has been active in the local life under- 
writers association and other civic or- 
ganizations. He will be associated with 
J. A. Dickson and the Southern Realty 
Company as manager of its life insurance 
department. 





J. B. Doherty 


J. Ben Doherty has been promoted to 
manager of the Duluth, Minn., branch 
of the Missouri State Life. Mr. Do- 
herty has served the company as an 
agency special since April 5, 1923. Re- | 
cently he was agency special at Tulsa, 
Okla. He has been in the life insurance 
business since 1918. 











Maryland Life Appointments 


The Maryland Life has announced the 
appointments of Leslie T. Terrell as 
field supervisor- fof North Carolina and 
South Carolina, with headquarters at 
Greensboro, and Wallace W. Batchelor, 
field supervisor for Maryland, West Vir- | 
ginia and Pennsylvania. He will oper- 
ate from the home office. 





Ohio State Life Appointments 
The Ohio State Life announces the 


























100 PER CENT 
EFFICIENCY 


Life men find our methods bring their efficiency up to 
100 per cent. 





We consider every man insurable and rate each case 
on its own impairment and amount of risk involved. 


We take the “Blue Monday” out of the life insurance 
business by helping you salvage your wasted energy 
expended on Sub-Standard business. 


We have everything in the life game to offer. Let us 
tell you how. 


CMEDICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 


I. G. LONDERGAN 
Vice Pres. & Gen’! Mgr. 
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“Rush This!” 


In the last analysis, eficient home office 
service to agents is mainly a matter of 








speeding up detail. work. One of these | 
details is getting out the mail. 

A part of the modern equipment of 
WEST COAST LIFE’S Home Office is 
an automatic stamping machine. It 
stamps more envelopes in an hour than 
a pair of human hands could stamp in 
a day. 

It’s one of a great many reasons why 
WEST COAST LIFE agents don't have 


to mark their papers, “Rush this!” 


West Coast Lire 


INSURANCE COMPANY 

HOME OF FICE - SAN FRANCISCO 
The only company on the Coast carrying Group Insurance - Sf 
U2 , 


al 



























“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Clarence J. Daly, President 


Denver, Colorado 




















Ninth in the U. S. A. 


In 14 years this Company developed an accident and 
health business that placed it in 9th place among all the 
companies of the United States in amount of disability 
claims paid. And it is now making equal progress in the 
development of the Life Insurance Department. 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President KANSAS CITY, MISSOURI 














following appointments: Frederick V. 
Fisher, district manager, Oakland, Cal.; 
Paul P. Oven, district manager, Pontiac, 








Mich.; Andrew R. Clemmons, general 









National Underwniter want ads are result getters 
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American National Insurance Company 


OF GALVESTON, 


W. L. MOODY, JR. 
President 


SHEARN MOODY, 
Vice-Presiaent 


W. J. SHAW, 
Secretary 


FINANCIAL STATEMENT DECEMBER 31, 1924 


ASSETS - pene ae ih 
‘ Net Reserve—American expe- 
Real Estate Owned......... $ 1,087,812.90 rience table 3 and 3% %..$16,388,279.45 
Mortgage EMOESs cccceceeses 6,890,667.38 Reserves for Death eses in 
Collateral Loans. setae sees y . Process of Adjustment or 
Loans on Company’s Policies. 1,935,186.95 Adjusted and Unpaid..... 191,769.07 
Bonds and Stocks.......... 7,553,434.10 Reserve for Taxes and Depre- 
Cash in Banks....... weeeers 1,084,481.68 = ciation ..ssese0cecereseees 167,652.47 
Certificates of Deposit...... 38,750.00 Miscellaneous Liabilities... .. 199,680.52 
Interest Due and Accrued... 380,532.96 Capital Stock. . .$1,000,000.00 
Deferred and Uncollected Pre- Assigned Fund & P 
miums (net)......++.+.+++ 453,620.28 Surplus ...... 2,106,517.56 
Unearned Fire Ins. Premiums 1,418.07 thee 0 ee arssoed 
a, ie it licy- 
Total Assets............ qoosenscncr “SRS ry 0. Peter: ca sivss 


Total Liabilities......... $20,053,899.07 


GAINS MADE DURING 1924 


Increase in Insurance in Force 
Increase in Admitted Assets .. 


INSURANCE IN FORCE 
DECEMBER 31, 1924 
$252,067,422.00 $16.3 


Ordinary Life, Industrial Life & Accident 


WEETTTTITTT TTT TTT er $37,030.018.00 
2,983,310.58 
237,346.11 


TOTAL PAID POLICYHOLD- 
ERS SINCE ORGANI- 
ZATION 


ADMITTED ASSETS 
$20,053,899.07 
54,307.56 


Insurance to Meet the Requirements off Every 


Insurable Person. 


: HOME OFFICE BUILDING 
Operates in Twenty-Two States, the Republic of Cuba and Territory of Hawaii 
Gross Income Averages, $754,650.00 per Month 


Louisville, 
Life, has gone to Florida, with plans for 
completing arrangements for entering 
business at Miami, and making his fu- 
ture home there, giving up his insur- 
ance connection in Louisville, as well 
as his position as city auditor. 





Angeles after 
home office of the 
While in the east he has been studying 
Phoenix Mutual methods and has been 
visiting several eastern agencies of the 
company. 
ters in Los Angeles directly represent- 
ing the home office and special service 
work in the company’s agency there and 
also in San Francisco. 
nam, manager at Los Angeles, who has 
been with the company 25 years will 
assist Mr. Ayars in the work which is 
contemplated. The Phoenix Mutual has 
had no active manager at San Francisco 
for two years but considerable develop- 











—— 


agent, Hudson, Mich., and A. E. Epper- 
son, general agent, Mexia, Tex. 





Harvey White 


White, state manager at 
Ky., for the Shenandoah 


Harvey 





Ayars Again on Coast 


George W. Ayars has returned to Los 
several months in the 
Phoenix Mutual. 


He will make his headquar- 


Ernest R. Put- 




















Are All The Good Jobs Gone? 


NO! 


Plans now under way for intensive 
development of our territory call for a 


few high grade men. 


A man who has a good record for per- 
sonal production can secure an unusual 
opportunity to build a business of his 


own. 


If you are the right man a good job is 
yours and we will back you to the limit. 


- 


Address in confidence— 


Ray H. Finger, Manager of Agencies 





OPEN 
TERRITORY IN 
Ohio 
Pennsylvania 
West Virginia 
Kentucky 
Illinois 
Indiana 
Michigan 











Home Offices: 


THE 


CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 


od 


Cleveland, Ohio 

















ment work will be done in that city 
under Mr. Ayar’s direction. ; 





John B. Wathen, Jr. 


The Guardian Life announces the ap- 
pointment of John B. Wathen, Jr, x 
rdistrict manager at Washington, D. ¢ 
f Suite 208, Insurance building, 907 154 
street, N. W. Mr. Wathen’s associatio, 
with the Guardian began in January 
1919. 














EASTERN STATES _| 








OPENS NEW GENERAL AGENCy 





Security Mutual Life Appoints Ussiker. 
Rubeck Company in New York 
City Uptown Field 





The Security Mutual Life of New 
York has appointed a new general agency 
in New York City, the Ussiker-Rubeck 
Company, with offices at 18 East 4ist 
street. Abraham Rubeck entered the in- 
surance business with the Travelers in 
1#22, and has established a splendid rec. 
ord as a prodtcer. He is a graduate oj 
the life insurance sales class of New 
York University, with a record of more 
than $200,000 production while attending 
the class, giving him second place out oi 
69 students. Mr. Rubeck says that he 
closes 75 percent of all of his business 
cn the first interview. 

Irving J. Ussiker entered the life in- 
surance business with the Metropolitan 
Life in 1911, becoming an assistant man- 
ager in 1913. His business career was 
interrupted by the war from 1917 to 1919, 
during which time he became a captain. 
After the armistice he again became an 
assistant manager with the Metropolitan, 
but a short time later entered the gen- 
eral insurance business. In 1921 he was 
appointed assistant manager by the Equi- 
table, but resigned a short time ago to 
enter into the present general agency 
Eight full-time men are already under 
contract, and the partners report that 
they have several prospective men for 
the near future. 





Warning on Pre-Dating 


H. L. Conn, superintendent of insur- 
ance, has issued the following warning 
to insurance agents of Ohio relative to 
the pre-dating of insurance applications: 
“Complaint has been made that agents 
of certain life insurance companies op- 
erating in this state are submitting to 
their respective companies applications 
dated as of an earlier date than the time 
of submission, whereby the applicant, 
accepted, is given the advantage of a 
lower premium than the applicant other- 
wise would be required to pay. This 
practice is forbidden and an agent who 
so offends will bring into question his 
right to continue as a licensee of this 
department.” 


Ohio Insurance Bills 


The house of representatives at Co- 
lumbus has approved the bill introduced 
by Representative Abel of Cleveland 
compelling mutual assessment and life 
insurance associations to set aside Te 
serve funds on all business written alter 
Jan. 1, 1926, to prevent further increase 
in premium rates. Representative Cross 
has introduced in the Ohio house of rep- 
resentatives a bill authorizing fraternal 
insurance societies to increase annuity 
benefits for children of 1 year or more 





Committee Given Time Extension 


A special legislative commission cre 
ated nearly two years ago to ma _ 
study of old age pensions came to vk 
Massachusetts legislature the past wee 
with a partial report and a request lof 
further time in which to study 8 
ject. An extension to Nov. 1 of, te 
present year was granted. Former - 
missioner Hardison is chairman of Me 
commission. ? - 

The most drastic suggestion made vies 
for the repeal of the law under W — 
war veterans in the public service @ 
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exempted from making contributions to | 1..ncheon for the awency personnel and | 


contributory pension funds. This, the 
commission says, means that the vet- 
eran receives 5 per cent more in salary 
than the non-veteran doing the same 
work, and is a discrimination which is 
not justified. 

The commission also recommended the 
abolition of all non-contributory pen- 
sions, to be succeeded by a uniform con- 
tributory system, and the readjustment 
of pension laws affecting members of 
the judiciary. It favors restoration of 


the pensions for superior court judges, | 


removed by the legislature of 1920. 





To Protect Beneficiaries 


HARTFORD, CONN., Feb. 
Among bills pending before the present 
session of the general assembly is one 
to permit insurance companies to hold 
proceeds of insurance policies in trust 
for beneficiaries. The purpose of the 
bill is to safeguard persons likely to be- 
come prey of sharks and creditors and 
from being victims of contracts for de- 
ferred payments. Attorney Lucius F. 
Robinson, counsel for insurance com- 
panies so spoke in support of the bill at 
the hearing before the insurance com- 
mittee this week. The bill was not op- 
posed. 


26.— 





McMahon Agency Luncheon 


The McMahon agency of the National 
Life of Vermont at New York held a 


some of the home office oificials Feb. 21. | 
The home office representatives were 
| Harry M. Cutler, first vice-president; | 
Edward D. Field, second vice-president; 
; George B. Young, general counsel; Dr. | 
E. A. Colton, assistant medical director; 
Brigham, superintendent of 
agencies. Recent graduates of the 
agency class conducted by Robert P. 
Withington, which lasted 30 days, were 
also present. 


Insurance Men Get Publicity 


Insurance salesmen of Rochester, N. Y., 
have embarked upon a novel plan that 
| will give their business wide publicity | 
| among the business men of that city. 
The Rochester Chamber of Commerce has | 
| decided to make a membership drive for 
| 500 new members and 80 insurance men | 
|have pledged their support. They will | 
sell what is known as the “membership | 
| insurance policies.” The insurance men 
| will each sign an agreement which is 
| made up in the form of an insurance 
| policy, whereby they agree to get one | 
|new member for the Chamber of Com- | 
| merce before April 1. According to the | 
president of the Chamber of Commerce, | 
| insurance is the keyword of the Cham- 
| ber membership campaign for 1925 The 

insurance men have been organized into | 
|two groups. The life group is headed | 
| by Arthur C. Edmonds and John R. Bar- 
|bour. The fire casualty group is headed | 
| by Boell P. Mills and Gilbert T, Amsden. | 


























QUALIFICATION BILL KILLED 





Opposition to the Kansas Measure 
Made Itself Manifest in the State 
Senate Ranks 





TOPEKA, KAN., Feb. 25.—There 
will be no agents’ qualification law 
enacted by the present Kansas legisla- 
ture. This has been made certain by 
the opposition to such a measuge by 
the state senate. The bill introduced 
by the insurance committee has already 
been killed and the house committee 
has served notice that it will not try 
to force action in that body since it 
would be impossible to get the bill 
through the senate. 

The bill required the insurance depart- 
ment to make special inquiries into the 
training, ability and honesty of every- 
one who sought to sell insurance in 
this state and gave the superintendent 
authority to cancel licenses of agents 
who were guilty of twisting, misrepre- 
sentation or other unethical practices. 
The bill required that the agents should 
be given a hearing before the license 
was cancelled. 

The law was asked for by the fire, 
casualty and life agents. Some sena- 
tors seemed to think that the measure 
gave the insurance superintendent too 
great powers to prevent persons from 





IN THE MISSISSIPPI VALLEY 


| selling insurance and they were able 
| to muster sufficient support to kill the 
bill when it was taken up. 





Kelly Entertains Agents 


John J. Kelly, general agent in St. | 
Louis for the Massachusetts Mutual | 
Life, tendered a testimonial dinner to | 
his agency organization on Feb. 19. | 
Judge Davis C. Biggs, trust officer for | 
| the National Bank of Commerce, and 
| Samuel H. Baer, vice-president of the | 
| Blanke-Baer Extract & Preserving | 
| Company, were guests. Judge Biggs 
| talked on “The Cooperation of Life In- 
| surance Companies with Trust Com- | 
| panies in the Matter of Handling Trust | 
Funds.” Mr. Baer talked on “Selling | 


Points.’ 





Northwestern Mutual Iowa Meeting | 


Fifty agents of the Northwestern Mu- | 
tual Life, members of the Iowa Agents | 
Association, held a two-day meeting at | 

| 


Cedar Rapids over the week end. D. I. 
Hoover, Iowa City, president, was in 
| charge of the program and A. S. Reed 
welcomed the delegation. A banquet 
was a feature of the first evening. 
William Henderson, Flavel L. Wright 
and D. F. Givens, J. Y. Kennedy, M. | 
H. Sims and S. M. Burpee read papers | 
on insurance topics. This was the 36th | 
convention of the organization. 
At the final business session, E. M. | 











THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY YEARS of prosperous and successful bus- 
iness. It has passed through panics, pestilence and wars un- 
harmed, and to-day, as a result of eight decades of endeavor, 
offers financial strength, reputation, magnitude, leadership, and 
life insurance service, 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 

















THE CENTRAL LIFE 
INSURANCE COMPANY 


Fort Scott Kansas 





Oldest Kansas 
Company 


Agency Openings In 
Kansas and Missouri 














Six Years of Marching On 


We now announce 1924 as the 
sixth successive year in which the 
Bankers Life Company has shown a 
gain in new business production as 
compared with the preceding year. 
The total for 1924 will reach $150,- 
000,000. 


BANKERS LIFE COMPANY 


Des Moines, Iowa 


GEO. KUHNS, President 

















New 


Loans at end 





Policy 


Disability Benefits of $15.00 per $1,000.00 
Waiver of Premium 


Broader Double Indemnity Clause 


of Second Year 


ORGANIZED 1850 





INSURANCE CO. 


66 BROADWAY NEW YORK 
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Phillips, West Union, was elected presi- 


dent; T. F. Givens, Des Moines, vice 
president; Henry A. Haas, secretary- 
treasurer. 


Nebraska Non-Medical Bill 


H. R. 289 in the Nebraska legislature, 
making it optional with life insurance 
companies as to whether or not medical 
examinations shall be required where 
the applicant seeks up to $10,000 cov- 
erage, had a close call from being killed 
in committee of the whole, but was 
finally advanced to third reading. It was 
pointed out by friends of the bill that 
most states have this sort of legislation, 


sentation. 





that 11 states only now require exami- 
nation, and six of these allow writing up 
a certain amount without examinations. 
Representative Rodman, who is with 
the Northwestern Life of Omaha, said 
that last year medical examinations cost 
his company more than death losses. 
The objectors urged that it might be 
taken advantage of by insurance com- 
panies in raising defenses of misrepre- 


Kansas City School 


Charles J. Rockwell and the faculty 
of the life insurance school of the Uni- 
versity of Pittsburgh 


summer school in Kansas City, com- 
mencing about June 1 to run for nine 
weeks. 


Illinois Anti-Twisting Bill 

Representative Weisbrod of Chicago 
has introduced in the Illinois house an 
anti-twisting bill. It provides that no 
agent shall receive a commission for sell- 
ing a policy which replaces one already 
in force. It places the responsibility on 
companies of ascertaining before issuing 
new policies whether they are to take the 
place of others that the applicant is 
dropping. Misrepresentation, incomplete 
comparison and suppression of material 





will conduct a 














A MUTUAL ORGANIZATION—FOUNDED IN 1845 





NEW YORK LIFE INSURANCE CO. 


(Incorporated under the Laws of New York) 


346 BROADWAY, NEW YORK, N. Y. 





EIGHTIETH ANNUAL STATEMENT 





To the Policy-holders: 


IT am addressing an audience of about seven and a half million 
people. I directly address one and one-half million thoughtful 
men and women each of whom is responsible in some fashion 
for about four others. 


My theme is your relation to each other and to your neighbors 
through the New York Life Insurance Company. 


I assume that mere figures about the Company have ceased to 
interest you in the old way. Whether we have in assets more 
or less than a billion dollars or do more or less than seven 
hundred million dollars of new business in a year is interesting 
now, chiefly because these once amazing facts tell how widely 
useful you are as o est of a vast social enterprise which is both 
beneficent and beneficial. 


May I in this year of grace try to give you a new thought 
ae yourselves and—if | may so put it—about your duty to 
others. 


You are the plain ‘people that Lincoln referred to. 
Few of you are very rich; few are very poor. 
You are always quick to help your neighbor, even at some 
sacrifice to yourself. . 
If your neighbor is ill you sympathize with him, and if you 
know of scme way in which you can help him you eagerly offer 
your services. 


If Diphtheria threatens him and his family and you know that 
he does not wu stand about the Diphtheria serum, you almost 
force him to get it and get it quickly. 


You do the same abcait Typhoid or Pneumonia or Scarlet Fever. 


If you are a farmer you tell your fellow-farmer of any process 
you know by which his crop may be increased or how his methods 
of marketing may be improved. 


the same impulse if you are a physician or 
nt or a teacher or a mechanic or a clerk or 


You are moved b 
a lawyer or a merc 


a day laborer. 


You do these things spontaneously. You expect no reward. 
You know your neighbor would gladly do the same for you. 


In other words, your neighbors’ welfare has become a part of 
your own life; your welfare is their concern, too. 

This we call the milk of human kindness. 

You could perform your greatest neighborly service in 1925, 
almost worl: a miracle in beneficence, if you would recognize the 
remedial power of life insurance in your relations with your 
neighbor. You hesitate because you think that whether or not 
your neighbor insures his life is his private affair. 


Insuring his life is no more your neighbor's private affair than 


Improvidence is just as real and just as dangerous as Disease. 
The poverty which follows both is worse than either. 


The future welfare of your neighbor’s children and his own 
security in old age are your concern. You have observed the 
beneficent work of life insurance. Why not talk seriously to 
your neighbor about what you know? 


Has it brought you peace of mind? Tell him so. 

Has it taught you to save money, Show him how. 

Are you getting more out of life for yourself and your 
wife because you know your children will be pro- 
vided for? Explain that to him. 


You will generally have a sympathetic auditor because he him- 
self has seen widows saved from dire poverty, families kept 
together and children educated by life insurance. 


You and your neighbor have seen life insurance help your 
community and State in other ways; by loans on farms, homes, 
business buildings, the purchase of the bonds of your Town or 
County or State—through the purchase of Railroad bonds and 
the bonds of the great public utility corporations that are so 
rapidly increasing human efficiency and human comfort. 


Can you, in short, talk with your neighbor about anything 
more vital, more in harmony with every neighborly impulse? 


Show him how this Company is benefiting him constantly even 
though he is not a member of it. Tell him that he ought to 
become a member. 


Send for one of our agents. Introduce him to your 


neighbor. 


In brief follow the neighborly impulse here as you would in other 
things—on the perfectly sound theory that your neighbor’s welfare 
is your concern, 


If in 1925 you each did this neighborly act and added one 
person like yourself to our membership you would about double 
the outstanding insurance of the Company. This would be a great 
piece of public service; it would be a fine neighborly thing to do, 
and it would directly benefit you because, if the Company’s out- 
standing risks were doubled, its fixed charges would relatively 
decrease, and this saving would lower the cost of your life 
insurance. 


This is a policy-holders’ Company. It exists because you are 
provident. Its strength and security are unrivaled. Jts assets 
belong to you. 


Your neighbor doesn’t clearly know all that. He doesn’t realize 
that you_are a joint and several owner of more than a billion 
dollars. He probably doesn’t fully understand what a prudent and 
desirable neighbor you are. 


Tell him all about it. DARWIN P. KINGSLEY, 














is the condition of his health. President 
e Balance Sheet, January 1, 1925 
Bonds at Market Value as determined by the Insurance Department, State of New York 
LIABILITIES 
LETTE EAL I TE $820,467,244.00 
Dividends left with Company to Accumulate a 
poccesedesdbdobscddodddhoteoséocendédcoes 18,126,659.14 
Premiums, Interest and Rentals prepaid............ 2,959,867.36 
Taxes, Salaries, Accounts, etc., due or accrued..... 10,581,658.07 
iesdiuendecesenseeseesecessseenbas 10,350,417.00 
TRCRED GENES Be TIDE... 0 cccccccccccccccccccbcvée 54,136,792.24 
Reserve for Deferred Dividends.................... 7,108,161.00 
General Contingency Funds not included above.... 101,212,611.52 
0 or Seo cooscccecccs esd $1,055,896,210.42 
Outstanding Insurance Dec. 31, 1924... ...........0c cece cece eeeeeeeeeeees hesadiieniaidiated ....~ $4,695,000,000.00 
Denny memennene One Gar fe BODE... ccccgreccccccapecdcebscctasces So , Sr ae eS ~ss+ee  746,000,900.00 
Earning power of Assets, including cash in bank, Dec. 31, 1924........... eS Lives of 5.06% 
Investments made in 1924 (excluding Loans on Policies)...................-- EE re 122,000,000.00 
Paid to and on account of Beneficiaries and Policy-holders in 1924..... NE ETL ae Eee em 169,000,000.00 








facts by agents attempting to persuag 
policyholders to lapse insurance are pro. 
hibited. Heavy penalties are providg 
for violation. 


North Dakota Legislation 

A bill requiring foreign life insurang 
companies to purchase North Dako, 
state, city, county or other securities t 
a value equal to 75 percent of the anny 
premiums collected in the state, ya 
killed in the house. 

The solons are reconsidering S. B, % 
increasing amount of contingent reserm 
of life insurance companies to 10 percen, 
S. B. 260 repealing section that exemp, 
fraternal insurance companies from py. 
ing insurance license fee to the state ané 
putting fraternal insurance companies 
under supervision of insurance commis. 
siogers was killed in the senate. 


DEATH OF JOB E. HEDGES 
REMOVES STRIKING FIGURE 
(CONTINUED FROM PAGE 3) 


cism about the power that his wife had 
over him. 

Funeral services of Mr. Hedges wer 
held Wednesday afternoon at th 
Bryck Presbyterian church, New York 
City. The long list of honorary pal- 
bearers included such prominent me 
as Secretary of State Charles Evan 
Hughes; Secretary of War John VW. 
Weeks, former Governor Nathan L 
Miller and Edward D. Duffield, pres: 
dent of the Prudential. 

The Association of Life Presidents 
by its executive committee, specially 
called for Feb. 24 to take action anent 
the death of Job E. Hedges, for seven 
years general counsel of the associa 
tion, adopted the following minute: 

Service to his fellowmen dominated 
the life of Job E. Hedges, our beloved 
general counsel, who passed away o 
Feb. 22. Endowed with gifts that comet 
few men, he used them generously ina 
life of great activity. Rarely does th 
span of a single life embrace so many 
points of human contact as did his. 














“The son of a civil war hero, who 
| gave has life that the Union might con- 


| tinue, Judge Hedges was reared in @ 
| SemagEaere of ardent patriotism. Care- 
| fully educated as a lawyer, he was well 


trained for the varied activities and r- 
sponsibilities that crowded his 40 year 
of public and professional life. As pub 
lic servant, as a wise adviser in city 
state and national councils, as a counsel- 
lor of the people of his country ™ 
general, he ever broadened the field of 
his service. ; 

“As a public speaker he always carried 
a message of cheer apd optimism to his 
fellow human beings. 

“His personal contacts were of th 
most de®ightful character. He ever hel 
himself at the command of the malty 
who needed him. 

“Coming to the Association of Life 
Insurance Presidents as its gene 
counsel in 1918, Judge Hedges brought 
his broad experience from other fields. 
His fertility of mind was evidenced by 
the way in which he entered upon bis 
duties here, absorbing the local details 
of a technical business and translating 
them into popular expression, he won 
an enviable place in the hearts of ° 
life insurance men of the company 
the sympathetic way in which he dis- 
cussed the common problems of the busi 
ness. He numbered among his — 
ous friends and admirers not only r~ 
members of this Association, but e' 
the executive officers of the ane 
of American Life Convention, the mé - 
bers of National Convention of re 
ance Commissioriers, the members of 


Association of Life Under 
odies. 


g personality 


“His unique and charmin 
his distinguished ability le 


t 
will not be filled. His owe sith Wi 


Association is not terminate influ- 
passing, for from its annals = 
ence of his far-seeing wisdom wil 
be erased. m 
“We mourn his departure. he Life 
The following will represent [4 
Presidents. Association at the al 
Frederick L. Allen, General Counst, 
tual Life; William Brosmith, 
dent, Travelers; Haley Fiske. 
Metropolitan Life; Darwin P. 
President, New York Life: . L 
Vice-President, Mutual Bene Equitable 
V. E. Westfall, Vice-President, a 
Life. 
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[IN THE SOUTH AND SOUTHWEST 
ENDORSE TENNESSEE BILLS| WILL LOAN MONEY IN TEXAS q If your present opportunities in the life in- 


Memphis Life Underwriters Association 
Goes on Record As to Some Measures 
Before Legislature 





MEMPHIS, TENN., Feb. 26.—The 
Memphis Life Underwriters Association 
has passed resolutions indorsing a bill 


‘now before the Tennessee legislature 


increasing the powers of the state com- 
missioner of insurance and a bill that 
contains a questionnaire to enable the 
commissioner to determine qualifica- 
tions of proposed agents. The associa- 
tion also endorsed a bill which would 
exempt in certain cases the proceeds of 
life insurance policies or annuities from 
the claims of creditors, and commended 
the insurance commissioner for his ef- 
forts to retain on the statute books a 
law which provides that assessment com- 
panies or fraternal orders issuing certifi- 
cates or policies with stated premiums 
and giving surrender values therein be 
required to pay the same tax and agent’s 


license fees that the legal reserve com- | 


panies and agents are required to pay. 
aie 


Thirty-four general agents and agency 
managers of Memphis have organized the 
Life Managers’ Association of Memphis. 
Officers are Bolling Sibley, president; 
T. M. Searles, vice-president, and Edwin 
M. Williams, secretary. 

oe hee 

R. L. Taylor of the Fidelity Mutual 
Life has been conducting a three-weeks 
school for Memphis life underwriters. 
Classes were held an hour a day, with 
70 attending. Salesmanship and busi- 
ness efficiency was taught. Mr. Taylor 
now has gone to Little Rock to conduct 
a similar school 

* * x 

Cc. E, Welden has resigned as Memphis 
general agent for the Northwestern Na- 
tional Life to move to Orlando, Fla., as 
general agent for the Franklin Life. 

*x* * * 

J. W. Wester has been promoted to 
general agent for the Massachusetts 
Mutual Life in Memphis. T. C. Looney, 
formerly of Knoxville, succeeds him as 
associate general agent. 

x * * 

Preston Jackson of Knoxville, Tenn., 
has been promoted to district manager 
for eastern Tennessee for the Massachu- 
setts Mutual. 

x * * 

Clyde Berryhill is the new district 
manager for western Tennessee for the 
Pan-American Life with offices at Jack- 
son and McKenzie. 

*x* * * 

Resolutions lamenting the death of 
Charles B. Quinn, veteran insurance 
man, have been passed by the various in- 
surance associations of Memphis. Mr. 
Quinn, 54 years old, had been with the 
Penn Mutual Life since 1916, and 20 
years ago was cashier of the Equitable 
Life. He served two terms as city com- 


missioner, and for a short time was 


mayor of Memphis. 
ee 


- ponents of the Wirtz bill for the repeal q Exceptional opportunities are open in Min- 
of the Robertson insurance law claim is nesota and Ohio and a few in Wisconsin. 
a big point in their favor has developed 

in the application of the Massachusetts gq Check up our record. 





C. W. Wright, formerly with the | 


Columbia Mutual Life, has been made 


field supervisor for southern states for | 


the Security Mutual of New York. 
* * * 
The Memphis Life Underwriters Asso- 
ciation contracted to fill 1,800 seats at 
Saturday night's revival conducted by 


Billy Sunday, at which the sermon was 


on “Life Insurance.” 

; yu Mr y 
a. © ein nault, former agent at Spring- 
— enn. for the Bankers Life, has 

1 transferred to Memphis. 

Levy Joy r : tc ™ 

“evy Joy now is emphis general 
sent for the Franklin Life. He for- 
merly was with the Joy & McCormick 
“sency of the Minnesota Mutual. 


Kill Tax Exemptidn Bill 


j The South Carolina house of repre- | 
sentatives last week killed a bill that |, 


Froud exempt domestic life companies 
day = payment of state, county and 
jena a The bill was introduced, 
i and sent to a committee. This 

mmittee returned an unfavorable re- 
Port, which was adopted. 






























































































surance business are limited to personal pro- 
duction, our agency contract will interest you. 
It offers better than general agency opportuni- 
ties, vested renewals and low cost insurance. 


Massachusetts Mutual Life Licensed by 
Secretary of State—Interest in Rob- 
ertson Law Issue 








AUSTIN, TEX., Feb. 26.—What op- 


Mutual Life for a permit'to lend money 
in Texas. The permit was granted by 
the secretary of state. As the company 
did not apply for the right to write in- 
surance its application was not referred Natigeconal 
to the commissioner of insurance. The 
application of the company sets forth 


that it wants a permit to lend money on nsyrance Company 


real estate and real estate mortgages in - " 
Texas. ° Home Office, Madison, Wis. 


It is reliably reported in capitol circles 
that applications of at least three more 
big companies for permission to lend 
money in Texas are ready for filing as 
soon as the Wirtz bill is disposed of one 
way or another, but that these applica- | $ 







































159 Millions Plus 


That is the amount Union Central Life Insurance Agents 
settled in 1924—the 57th year of our Company’s service. 


Heré are some of the reasons: 
A reputation for low net cost and service. 
A wide-awake organization of agents. 
A coaching staff of wide-awake Managers. 


Close cooperation between the Home Office and 
agents in the field. 


An agent from New York writes: 


“If we do our part we can certainly count on 
the Home Office to back us up.” 


Ask the Union Central agent about his Company. 
He will agree with his fellow agent from New York. 


The Union Central Life Insurance Company 
Cincinnati, Ohio 
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New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
LaMonte Cowles, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, Iowa 

















-type men and women can obtain 
company. 






















tions will be filed, regardless of the pos- 
sible defeat of the Wirtz bill. 





Tennessee Warning Issued 


Commissioner Caldwell of Tennessee 
has issued a late warning to life men 
about “twisting, rebating,” etc., publish- 


cense revoked. 
were reported to the commissioner of 
such violation and the guilty ones are 
being forewarned by such. publication, | 
the commissioner refraining thus far | 


from revoking any license. 





Central States Entering Florida 


President James A. McVoy of the | 
Central States Life of St. Louis, ac- | 
companied by Secretary V. F. Larson 
left last week for Florida to make ar- | 
rangements for the entry of the Central | 
States into that state. While in the | 
playground of the south they will visit | 
Tampa, Miami, Jacksonville and Pen- | 
sacola to consult with insurance men | 
regarding agencies for their company in | 
those places. . 





Will Enter North Carolina 


j 
| 
The International Life of St. Louis 
plans to enter North Carolina shortly 
and Julius Bohm, inspector of agencies 
for the eastern division, plans to spend 
four or five days in that state to ar- | 
range for agency plants in the principal | 
cities of the state. | 
Gilbert Moves to Dallas | 
After March 1, J. F. Gilbert, agency | 
director of the San Jacinto Life of | 
Beaumont, Tex., will be located at 
Dallas, Tex. He will have headquarters 
in the Santa Fe building. He will look 
after the Dallas territory. 
For the past five years Mr. Gilbert 
has been operating out of the home 
office at Beaumont. 





Developing New Territory 


Wilfred S. McLeod, agency manager 
of the Southern States Life, returned to 
the home office the latter part of the 
week from a swing around the south- 
west, most of his trip being confined to 
Texas. The Southern States Life has 
entered some new territory this year, 
Louisiana being one of the new states 
























MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested ; - 
c¢ who have written the Fiead 

pany operat- 


ior information. 
Fidelity is a low-net-cost com 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 
FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 































DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 


BERKSHIRE LIFE INS. Co. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 












































a week is the cost of The 
tional Underwriter 
ual subscription. 


8c 











entered. Mr. McLeod stopped at New 


ing in the daily press the fact that any | The Texas senate last week passed 
agent found guilty would have his li | 
It seems specific cases | 


| the object of the measure was to bring 
| about prompt settlement of policies is- 
| sued by fraternal insurance companies 


| where there is no sign of fraud. 


| made a splendid showing in the Com- 


chairman of the leading district, his 
; team collecting close to $250,000. Wil- 


| Orleans on his way home, and expects 
to return there soon with the view to 
| opening up for business in Louisiana. A 
| general agent for Louisiana will prob- 
|ably be announced in the near future. 


| 


| 


Amend Texas Fraternal Law 





finally the bill by Senator Wood amend- 
| ing the fraternal insurance law so as to 
| provide that statements, in the absence 
| of fraud, shall be representations and not 
warranties, and providing that policies 
shall be incontestable after two years. 
The author of the bill explained that 


and prevent voiding of policies because 
of slight errors in representations but 


Good Work By Life Men 
Life Underwriters of New Orleans 


munity Chest drive recently conducted 
in that city, James W. Smither, general 
agent of the Union Central Life, was 


son Williams, general agent of the New 
England Mutual Life was another dis- 
trict chairman doing good work. Frank 
S. Whitten, president of the Life Under- 
writers Association of Louisiana, and 
many members of the local fraternity 
were active in the work. New Orleans 
had the distinction of being the only city 
in America that “went over the top” in 
the initial effort, $881,000 being raised. 


Urges Qualification Bill 


The Life Underwriters Association 
of Memphis has telegraphed other in- 
surance associations over Tennessee 
that it is ready to join in a campaign 
to insure passage by the state senate of 
an agents’ qualification bill, which has 
just passed the house by a narrow mar- 
gin. 





Bill Reported Out of Committee 


The committee on insurance of the 
North Carolina senate has reported fa- 
vorably a bill permitting the issuance 
of life insurance without medical exam- 
ination, but it reported adversely a bill 
to prohibit insurance on the lives of 
children less than six years old. 














PACIFIC COAST AND MOUNTAIN FIELD 











Shepard, Medical Director W. T. Thom, 
ton, Auditor J. J. Klingenberger, and Ay 
sistant Superintendent of Agencies V, | 

















Harrold. Agents who spoke on the, ness, 
intimate field problems were Earl] y 20,0 
Crandall, Utah state manager; J, p . 
Fordyce, Washington state manager: p 
A. Teichroew, Washington; M. T. Graf 
Utah; L. E. Gandolfo, Washington; [ DI 
A. Gowans, Utah, and J. D. Jewkes of tl 
Utah. $800, 
State 
Columbus Mutual in California = 
The California insurance departmen have 
has just licensed the Columbus Muty wher 
Life to write life, accident and health Life 







insurance. Arthur Des Champs of Lp 
Angeles has been appointed gener 
agent. 












New World Life’s Year 



























































NEW WORLD LIFE EXPANDING 





Coast Company Appoints General Agent 
in Los Angeles and San Diego— 
First Woman’s Department 





Edgar L. Marshall has been appointed 
general agent at Los Angeles of the 
New World Life, with headquarters in 
the Detwiler building. Mr. Marshall is 
an experienced and successful life under- 
writer, although for the past few years 
he has been connected with the Los An- 
geles office of the United States Customs 
Service. : 

In connection with the opening of its 
agency in Los Angeles, the New World 
Life has also established in that city 
the first women’s department in its field 
organization, in charge of Leonore A. 
Walsh as manager. Miss Walsh has 
neretofore been connected with the home 
office staff of the Pacific Mutual Life 
as chief clerk in the medical department, 
and in addition to handling the duties of 
this position she was successful in the 
field of personal production. 

A third appointment made recently by 
James L. Collins, vice-president of the 
New World Life, is that of Walter L. 
Mulkey as general agent for San Diego 
and Imperial counties, with offices in the 
Commonwealth building, San Diego. Mr. 
Mulkey was formerly connected with the 
home office agency of the Pacific Mu- 








tual and has a record as a big producer. 


ried man, the business woman, the family 


Utah, Washington, Oregon and Montana 
attended the meeting. 


Speeches were also delivered by Adam 


of Latter Day Saints, and John Walker, 
Utah insurance commissioner. 


meeting, which was in the hands of home 
office officials, were Vice-President W. T. 


TOLD SERVICE OF INSURANCE 





Vice-President W. T. Shepard of the 
Lincoln National Made Radio 
Address at Salt Lake 





The service ideals of life insurance 
were set out by Vice-President and Man- 
ager Agencies Walter T. Shepard in a 
radio address delivered Feb. 17 in Salt 
Lake City, as a feature of the two-day 
sectional meeting of the Lincoln Na- 
tional Life agents. 

Mr. Shepard told that life insurance is 
gaining power and meaning because it is 
being better understood in its relations 
to the ambitions of those it serves. He 
explaitied briefly how life insurance is 
the fastest and surest way of carrying 
through the plans of the young unmar- 


man, the business man and the philan- 
thropist. 
Lincoln 


National Life agents from 


A loud speaker gave the 45 persons 
who attended the banquet the full ad- 
vantage of Mr. Shepard’s address. 


S. Bennion, superintendent of education 


Speakers, during the first day of the 
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At the annual meeting of the Ney P 
World Life, President John J. Cadigan L 
announced that its new business last yex P 
amounted to $7,049,000, making an jp. 
crease of $1,793,000 business in force — 
that item now being $33,000,000. Th CLE 
earnings of the company totaled $149,000, 
which is $41,000 over 1923. An 8 percent 
dividend was paid on stock. The sur New 
plus is $674,000. Vice-President Jame pa 
Th 
UNITED STATES LIFE| 3: 
divids 
INSURANCE COMPANY ee 
In the City of New York comp 
Organized 1850 Non-Participating Policies Ov! divide 
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Policyholders ge 
Good territory for personal pro- mene 
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L. Collins announced that the program 
for this year is $12,000,000 new busi- 
ness, for 1926 $15,000,000 and for 1927 


$20,000,000. 


Cases Will Be Dismissed 

DENVER, COLO., Feb. 25.—The last 
of the original 18 defendants in the 
$800,000 libel suit which the Mountain 
States Lite of Denver filed in district 
court against Jesse F. Wheelock and 17 
insurance companies and their agents, 
have made a settlement out of court, 
when counsel for the Mountain States | 
Life dismissed the suit against the Union | 


Central Life, L. E. Hill, M. D. Hod- 
nette and Earl Wilson, former insurance 
commissioner. 

The suit against the other defendants 
was dismissed in March, 1924, when a 
settlement was agreed on out of court, 
after former Governor Shoup had ob- 
tained a settlement in his million dollar 
libel suit against the same defendants. 

When it became apparent that the 
governor was being sustained in all his 
legal moves, the companies settled out 
of court and 13 of the defendants later 
settled with the Mountain States Life in 
their suit. The terms of the settlement 
were not made public. 








NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate 
Diges i 
PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Books, etc. Supplementing the ‘“‘Unique Manuai- 
igest” and “Little Gem,” Published Annually in May and April respectively. 










































F IVIDENDS | Age Dividends 
CLEVELAND LIFE’S D at Ist 2nd 3rd s 3rd 4th 5th 
——-— Issue ze Ze. Ware Fes We TR 
925 iven—Com- | 29-.---. 5.35 5.61 5.86 5.96 6.25 6.49 
New Schedule for 1925 Is Gi Co | 30.2222) 5.39 5.65 5.93 5.74 5.99 6.23 
pany Announces Interest Rate of Ris ease 5.44 5.71 5.95 5.88 6.12 6.36 
@ Percent yy Ce 5.51 5.74 65.97 6.00 6.26 6.46 
ieceess 5.56 5.80 6.03 6.14 6.34 6.55 
34 Sialic 5.69 5.84 6.05 6.25 6.45 6.67 
' r . : ot tata 5. 5.87 6.05 6.32 6.56 6.76 
The Cleveland Life has published its | 36... ..: 5.70 5.90 640 6.44 6.64 6.83 
1925 dividend manual, showing the new z= seeees 5.74 5.96 6.16 6.51 6.69 6.86 
dividend schedule with an increase of | 34°°***" oes y+} on eas ret! et 
$1 per $1,000 which was announced | 40...... 5.94 6.09 6.22 6.64 6.82 6.96 
shortly after the first of the year. The | 41...... 5.99 6.12 6.27 6.69 6.83 6.96 
company has fixed the interest rate on | 42------ 6.02 6.17 6.29 6.70 6.84 7.00 
“ a ie < _— aSepaete 6.08 6.19 6.33 6.70 6.86 7.00 
dividends left with it at 6 percent for | ORs dakdtirn 6.11 6.22 6.37 6.71 6.84 7.01 
1925. In making this announcement, | 45-.--.. 6.13 6.27 6.39 668 6.84 7.02 
however, the Cleveland Life points to | > CS G39 646 669 6.96 7.05 
; a s — Lee -19 6.33 6.49 6.70 6.89 7.09 
the apparent downward tendency of in-| 48... ..: 6.21 6.36 6.55 6.73 6.93 7.13 
terest rates and cautions that fos ey | 3° eas oa ozo ots 2s yt 
" . Ris | BO.cccece b. \. ° 5.15 37 6. 
for future use should be based on 5¥ | 51°°""*: 6.26 6.45 6.66 6.16 6.38 6.64 
percent. The new dividend schedule on | 52::: °°: 6.24 645 6.68 6.19 6.44 6.70 
the principal policy forms is as follows: | 53-..--. 6.28 - 6.49 6.74 6.23 649 6.79 
| 54...... 6.29 6.54 6.77 6.27 6.57 6.89 
Ordinary Life | 55...... 6.36 6.59 6.89 6.35 6.66 7.01 
56 heated 6.41 6.69 6.98 6.52 6.87 7.21 
Age ————Dividends | Die eeeee 6.50 6.80 7.14 6.72 7.06 7.47 
at Ist 2nd 3rd 3rd 4th 5th = Pre 6.63 6.96 7.31 6.94 7.35 7.79 
Issue Yr. Yr. Yr.¢ Yr.t Yr. Yr. | Es a aes lacs 6.79 7.13 7.53 7.23 7.68 8.14 
ee $3.26 $3.28 $3.26 $3.37 $3.43 $3.51 | 60...... 6.99 7.12 7.85 7.58 8.04 8.56 
3.28 3.27 3.29 3.37 3.43 3.51 
ee 3.25 3.27 3.25 3.37 3.43 3.51] _ .tAfter Sept. 1, 1922. {Before Sept. 1, 
Bs nao 3.27 3.27 3.26 3.37 3.43 3.51 | 1922. 
9 pee: 3.27 3.27 3.29 3.37 3.43 3.51 | 20-Year Endowment 
NG 5 oe 2 3.37 3.43 3.5 
ecco RE 990 83 447 243 251! age Divisende———__ 
Tiscanl 3.30 3.36 3.43 3.43 3.50 3.62 | ,2¢ ve See SS Gh Eh Sth 
abr 3.37 3.42 3.49 31550 3161 3°73 J8sue 7 3 26 we ve We 
iiicas 3.43 3.49 3.61 3.61 3.73 3.86 | 15------ $4.69 $4.75 $4.82 $5.11 $5.26 $5.48 
eee 3.50 3.62 3.74 3.74 3.86 4.03) 18------ $20 S78 2.88 5.11 5.38 5.48 
+o 363 STS S87 296 fos 227 | Liceeess 4.70 4.79 4.84 5.11 5.26 5.48 
ice cie 3.70 3.83 3.99 4.03 4.18 4.35 | 18------ cee cae fee rl See Ses 
eh 268 S08 414 419 426. 252 | 2o-°ee:- 4.75 4.80 4.90 5.11 5.26 5.48 
eae 395 4.11 4327 436 454 467 |20°°°°:: 4.75 4.83 4.93 5.11 5.26 5.48 
cate 4.09 426 444 454 467 482| 2heceee- 4.77 4.86 4.96 5.11 5.26 5.48 
caus 4.22 4.40 4.55 4.69 4.85 4.98 | 22 4.79 4.89 5.02 5.18 5.36 5.59 
 eeete 437 451 466 484 497 5% 7 4.83 4.95 5.10 5.26 5.48 5.71 
dite 4.51 4.64 479 600 511 5°31 4.89 5.02 5.17 5.38 5.60 5.84 
bee 463 4.78 489 511 520 &3% 4.97 5.11 5.27 5.51 5.74 6.00 
— a7? 488 439 Bar cae 5.06 5.22 5.42 5.66 5.88 6.13 
 Ralgiene 489 5.00 511 6537 & 47 5.16 5.34 5.57 5.77 6.03 6.29 
37. 4.99 5.13 5.20 5.46 5.53 5.61 | 3 ee ee SST 5.98 6.17 6.39 
— guhos 5.15 6.22 5.32 5.57 662 566| 22°*°: 5.39 5.61 5.84 6.09 6.30 6.52 
ipa 5.26 5.32 639 565 568 £75 | 80-++--- 5.52 5.75 6.01 6.22 6.42 6.66 
OR, ae 5.35 5.41 5.43 5.70 576 5RO| Slee 5.64 5.88 6.09 6.40 6.55 6.78 
ebb B43 606 G81 E45 Ge fen | 22°°°- 5.75 5.98 6.17 6.42 6.63 6.86 
 tphee 6.46 6.52 554 584 587 593| 22 5.85 6.07 6.31 6.52 6.72 6.98 
43. 5.53 6.85 557 589 595 5 : 95 6.16 6.36 6.56 6.81 7.04 
ae 5.57 5.58 5.64 5.98 5.99 6 OS 6.25 644 6.68 6.90 7.12 
iieiss aah 5.61 5.65 5.68 6.03 6.09 6. D. 2 6.32 6.53 6.74 6.94 7.17 
Mapes 5.69 5.70 5.76 6.10 615 6: 5.19 6.39 6.59 6.80 7.00 7.20 
est 5.73 5.78 5.85 6.20 6.26 6.36 ‘26 6.45 6.64 6.85 7.02 7.26 
48... 5.79 5.86 5.93 5.77 587 5.95 82 6.50 6.67 6.83 7.03 7.23 
> 5.84 5.93 603 587 595 B07 | frre 6.37 6.53 6.69 6.87 7.04 7.23 
ga 5.88 5.98 6.08 597 608 620 | are 6.40 6.55 6.70 6.85 7.01 7.22 
edad 5.94 6.03 615 608 620 e362 6.42 6.55 6.70 6.84 7.02 7.21 
52. 5.96 6.10 6.22 660 576 &91|f2°"°°*: 6.43 6.55 6.68 683 698 7.19 
gala 5.99 611 628 572 589 Gor| ff ee 6.43 6.55 6.65 6.79 6.97 7.19 
ii 5.99 616 632 ERS Gos gon | 45+. 6.42 6.55 6.62 6.78 6.96 7.17 
— 6.03 €30 639 534 55S 520 | 48°: 6.42 6.55 6.64 6.79 6.96 7.18 
eae 6.03 6.23 6.46 5.48 5.73 5.99 2 6.42 6.55 6.63 6.79 6.96 7.16 
57. €.07 631 657 569 594 ¢37|%e°°°°:- 6.42 6.55 6.63 6.79 6.94 7.16 
Ts ws 6.08 635 662 55 G18 BES | A8eec ee: 6.42 6.55 6.65 6.79 6.97 7.17 
ble 6.13 641 6.75 611 648 687 | D0--'-- 6.42 6.55 6.65 6.80 6.98 7.21 
a G90 665. 494.448. 228 the) Si--:-.- 6.42 6.55 6.66 681 7.02 7.25 
rc - . fF 6.8 63 Tee 6.42 6.55 6.68 6.85 7.05 7.31 
tIssued after § a bia pb Din dene 6.42 6.55 6.70 6.90 7.12 7.37 
fore Sept. 1, isseee 1° 1922: tIssued be- | 4°**** 6.42 6.56 6.74 6.94 717 7.46 
; oe = hk tee >o. 6.58 6.79 7.04 7.30 7.61 
20-Pa RAAT 42 6.60 688 7.14 7.44 7.81 
rv vuens Saas B7--.... 6.42 6.64 6.94 7.23 7.60 8.02 
Age ar 6.42 6.68 7.04 7.42 7.83 8.29 
at it en Ss ~ =r en Shoe 6.42 6.72 7.16 7.60 8.07 8.60 
Issue Yr. Yr. Y¥r.¢ Yet Yr. Yr | 0------ 6.42 6.78 7.34 7.83 8.40 9.02 
15.0... $5.08 $5.19 $5.25 $5.34 $5.50 $5.68 
Ti: BAR B17 5.28 (5.34 “5.50 “5.68 in nae ‘ 
18.7021. 509 B17 B26 Bat Bao See wane ie 
= ao . . : 8 >. 
4 a 5.07 5.16 5.28 5.34 5.50 5.68 | The Franklin Life has adopted a plan 
H * ses 5.08 5.15 5.28 5.34 5.50 5.68 | whereby interest is paid to the benefi- 
oa ae .s 5.34 5.50 5.68 |ciary from the date of the !nsured’s 
2 ae 5.13 697 54s ee et ye | death to the date check in settlement of 
24 on 5.16 5.33 5.54 561 5.82 6.05 claim is issued. The interest, though 
oe 5.18 5.39 5.61 5.35 6558 § 84 | Ot Provided for in the policy Itself, gis 
7 beseee 5.22 5.45 5.67 5.50 5.76 6.09 | Payable to every beneficiary of a delayed 
— sae 5.49 5.74 5.65 5.90 6.17 claim occurring since the adoption of 
vee. i, 5.56 5.81 5.81 6.07 6.36 | the plan, regardless of the age of the 





ON 
policy or cause of delay. Another in- 
Stance is that the insurance money pay- 


able to a beneficiary may be paid in one 
sum, or as income over a period of years, 
or for life. Recently, the company per- 
fected a method whereby the beneficiary 
received excess interest on unpaid por- 
tions of settlement payable as income. 
The older policies contain no provision 
for payment of this excess interest, 
it has been made retroactive 


Guardian Life 
The Guardian Life has reduced its rate 
on deferred annuities. It has also issued 
rates as low as 10 years of age for boys 
and 14 years of age for girls. 


American Life Detroit 


The American Life of Detroit is issu- 
ing non-medical business beginning Feb. 
2, 1925, up to $2,500 on male and $1,000 
on female lives, ages 10 to 45 inclusive. 
Additional applications of $1,000 each 
year will be received until total reaches 
$10,000. Term insurance is not issued on 
this plan. The applicant agrees to sub- 
mit to medical examination if requested 
by company, 


Prudential 


The Prudential has announced that 
the company will write ordinary busi- 


ness without medical examination, where 
the applicant has been insured with that 
company within the preceding 12 months. 
This is only for standard business up to 
age 45. The policy will be issued up to 
$10,000, but not to exceed the amount of 
the policy issued the preceding year. If 
the policy was only $1,000, however, the 
new policy may be made for $2,000. 
Any form except term insurance 
preliminary term will be written. 


or 
The 


| 


but | 


| dent 
| that 


new policy will bear the current date, 
except that it cannot be more than 12 
months since the last medical examina- 
tion. The plan does not apply where the 
policy originally insured was on the 
non-medical plan. 


Philadelphia Life 


It was announced last week by Presi- 
Maloney of the Philadelphia Life 
Starting April 1 a new dividend 
would be effective. There will be 
an increase in the interest allowance on 
proceeds of policies left with the com- 
pany and dividends on policies are to be 
paid at the end of the first year, contin- 


scale 


gent upon payment of the second year 
premium. 
Travelers 
The New York department has ap- 
proved the application of the Travelers 


for permission to issue insurance under 
the salary allotment plan without medli- 
cal examination up to $10,000. This 
privilege has been granted in other 
states heretofore, and the company has 
been writing this type of business since 
Jan, 2 under the non-medical plan else- 
where, and will begin to do so in New 
York now that permission has been se- 
cured, The plan will be applicable from 
age 16 to 50 inclusive. No other fea- 
tures of the salary allotment plan are 
changed. In accordance with a ruling 
of the department some time ago, insur- 
ance cannot be issued under the salary 
allotment plan even by a stock company 
without the usual loading for monthly 
premiums to reimburse the insurance 
company for the loss of interest on an- 
nual premiums, The department held 
that such a practice was discriminatory. 
This ruling has also been made in Con- 
necticut. 
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NEWS OF LOCAL ASSOCIATIONS 








BIG PHILADELPHIA CONGRESS 


Gathering at Philadelphia March 20 
Expected to Attract 2,500 Salesmen 
From Three States 


PHILADELPHIA, PA., Feb. 
Plans are fast being whipped into shape 
for the annual Sales Congress to be held 
at the Bellevue-Stratford hotel March 
20. It is expected that 2,500 life insur- 
ance men from Pennsylvania, southern 
New Jersey and Delaware will attend. 
There will be meetings and confer- 
ences morning, afternoon and evening. 
A banquet is scheduled for 7 p. m. 

Paul Loder, president of the Phila- 
delphia Life Underwriters Association, 
will be the presiding officer for the Sales 
Congress. Several speakers of national 
prominence are tentatively booked. The 
names in detail will be announced later. 

The general subject of the congress 
will be “The First Line of Defense 
The Average Case.” By that is meant 
that most of the congress speakers will 
be asked to stress the value of the small 
life insurance policy, the one that the 
great majority of wage-earners of the 
country can afford to possess, and not 
the $100,000 or $200,000 policy. “Life 
Insurance as the Best Old Age Pen- 
sion,” is another topic that will be 
threshed out at the sales sessions. 

k 

Philadelphia, Pa. The Philadelphia 
association has postponed for a time the 
question of appointing a salaried execu- 
tive secretary for the organization. 
a meeting of the association's executive 
committee it Was decided to canvass the 
field more thoroughly before deciding on 


Pe 





any person for the position. 
2K te * 
Binghamton, N. Y.—The annual ban- 


quet of the Binghamton association was 
held last week. Harry Ludlow, manager 
of the Elmira, N. Y., office of the Met- 
ropolitan Life, "was the leading speaker 
and he was greeted with a delegation 
of 21 agents from the Binghamton offices 
of that company, headed by W. F. Bent- 
ley. Harry Gilfeather, from the Pruden- 
tial office at BPlmira, accompanied Mr. 
Ludlow and he was greeted by a large 
delegation from the Binghamton offices 
of the same company. 
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BALANCED PROGRAM IS URGED 


Winslow Russell of Phoenix Mutual 
Addresses Northern California As- 
sociation 
SAN FRANCISCO, CAL., Feb. 25.— 
Declaring that there are three important 
points which the life underwriter must 
heed if he would be successful, Wins- 
low Russell, vice-president and agency 
manager of the Phoenix Mutual Life, 
principal speaker before the regular 
monthly meeting of the Northern As- 
sociation of California Life Underwrit- 
ers, gave an interesting and instructive 
talk on “Developing a Successful Life 
Underwriter.” Mr. Russell said it would 
be an easy matter for him to tell how 
it is possible to build a life company 
from full-time men only; how it is pos- 
sible to build a company without the 
“helper system” or how a company can 
be built by requiring men to take an 
extensive course of training before they 
are permitted to sell life insurance poli- 
cies but his particular message was to 
urge the life underwriters present to “do 

the job in the right way.” 

“I can tell with a reasonable degree 
of accuracy how many present today 
will be in the life insurance business five 
years from now and I am sure I can 
name thé three points which will put 
those who do not remain out of the life 
insurance business in those five years,” 
said Mr. Russell. “These are three fairly 
simple fundamentals based on very wide 
study, three chief essentials of being real 
‘broadcasters’ in this wonderful enter- 


prise we are all engaged in. 


An attendance of | 


about 100 was on hand for the occasion. | 


Balanced Program Essential 


“An unbalanced financial program has 
put more men out of the life insurance 
business than all other problems put to- 
gether. A balanced background is one 
of the chief essentials to the life under- 
writer's program of life. You will surely 
fail if you have no balanced program of 
financing. Nothing will prove so valu- 
able to you in the next five years as the 
setting up of a real honest to God bud- 
get plan of financing in your home. The 
lack of a proper program of financing is 
the one great sore that is eating into 
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Springfield Life Insurance eee 


A MurTuat LEeGAc Reserve Lire INSURANCE COMPANY 
HOME OFFICE: - SPRINGFIELD, ILLINOIS 


AGENTS WANTED 


We offer to Agents who CAN— i 
(1) Liberal first year commissions 
(2) Liberal renewals—thus insuring a permanent income 
(3) Actual—not promised—h office co-operation 
(4) Large actual prospect lists 


Business in Force $80,000,000 





























George Hawkins Supt. Agencies 
Springfield, Ill. 


A. L. Hereford, President 
Springfield, Ill. 























Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 


This Company has always pursued those policies in the conduct of its business that have 


given it a high reputation for stability and fair dealing. 
Has always rendered the highest grade of service to its policyholders. 


Has always extended reasonable assistance and encouragement to its representatives to 
develop and hold their business. 


Its policy contracts give to each individual insurer full protection, safeguarding, at the 
same time, the interest of all its policyholders. 


" , “. 


Wenave openifian. Nr MW. G- Olas’. DW: Va. and Wee. 


Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family’s 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 














ROBERT H. DAVENPORT, Secretary. 














a and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 








Safe and Secure 


For 80 Years 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance Com- 
panies in the United States. Through the Wars, 
Panics and Epidemics of all these years, it has 
always stood safe and secure as a foremost disciple 
of Pure Life Insurance. 





The 


Mutual Benefit Life Insurance Co. 


Organized 1845 


Newark, New Jersey 





the heart and soul of the commission 
salesman in any enterprise.” 

Mr. Russell named as the second im- 
portant point the Budgeted Day. Over 
3.000,000 interviews tabulated up and 
down, in and out over a period of ten 
years would show the second point 
where the life underwriter breaks down. 
“If my company or my manager would 
not show me how to budget my day, I 
would start something myself,” said 
Mr. Russell. He urged the underwriters 
to sense the fact that they are in busi- 
ness for themselves with time as one of 
their greatest assets. “We are often 
asked: ‘What can I make in the life in- 
surance business?” We can tell you 
what you will make if you will tell us 
how many people you will call on for 
the next twelve months.” He stated that 
the average time spent by the life un- 
derwriter in the presence of the buyer 
is less than 60 minutes per day, and 
compared it with the time spent by 
salesmen in other lines of endeavor. 

As the third great essential Mr. Rus- 
sell urged the balanced life, a love of 
the real things of a real world, not 
imaginary worlds, but the great out- 
doors of the world in which we live. 
Summing up his talk he urged: “Balance 
your life, balance your day and don’t go 
another 24 hours without balancing your 
cash.” 

George W. Ayars, southern California 
manager of the Phoenix Mutual and for- 
mer president of the Los Angeles Life 
Underwriters Association, spoke on 
“Looking Within.” 

*x* * * 


PREPARE FOR OHIO CONGRESS 





Sales Symposium Will Start At Cincin- 
nati—Battery of Excellent Talent 
Is Secured 





Preparations for the sales congress of 
thé Ohio Association of Life Underwriters 
are nearing completion. It will open 
March 5 in Cincinnati, continue March 
6 in Columbus and close March 7 in 
Cleveland. John Willianr Clegg, presi- 
dent of the National Association of Life 
Underwriters will open the congress. He 
will be followed by Oliver Thurman, 
superintendent of agencies of the Mutual 
Benefit, who will speak on “Sales 
Methods.” 


' 
The Cincinnati program includes other 


prominent speakers, E. Paul Huttinger, 
tax expert of the Penn Mutual, whose 
subject is “Taxes as an Asset in Solicit- 
ing’; Malcolm Adam, also from the 
Penn Mutual home office on “Some 
Special Problems in Business Insur- 
ance.” Robert P. Shepherd, a sales con- 
sultant in Chicago, will close the Cin- 
cinnati division with an address on 
“Sales Engineering.” 

In addition to President Clegg and 
Mr. Thurman, the Columbus division 
will have Leo Thomas, the record-break- 
ing producer of Detroit and both Colum- 
bus and Cleveland will hear James 
Elton Bragg, assistant manager of the 
C. B. Knight general agency of the 
Union Central in New York, who speaks 
on “Practical Methods of Selling Pro- 


—:_ 


gram Insurance,” and Prof. S. S. Hueb. 
ner of the University of Pennsylvania 
whose subject will be, “The Scientig, 
Treatment of Life Values Through Lit 
Insurance.” 

Willard I. Hamilton, vice-presidey 
and secretary of the Prudential, jj 
speak at the Cleveland division in plac 
of Fred W. Tasney, who died recently. 
John L. Shuff, manager of the hom 
office agency of the Union Central; wij 
close the congress with a short inspira. 
tional address on the subject, “How ty 
Become a Large Producer.” 

The attendance of the Ohio sales ¢op. 
gress exceeds that of any other insw. 
ance gathering in the United States, ex. 
cept the National convention and the 
Philadelphia congress, which jumped 
into first place last year with an attend. 
ance of about 2,500. 

*x* * * 

St. Louis, Mo.—Leo Thomas of Detroit, 
one of the country’s largest producers 
of life insurance, told members of th 
St. Louis, Mo., association how he does 
it in an address last week. 

Service was the keynote sounded by 
Mr. Thomas in his talk. He told how 
he studies the needs of applicants for 
insurance and then endeavors to sell 
them the best policy to cover their par- 
ticular requirement. 

During the course of his discussion 
he pointed out the possibilities of selling 
program insurance, and of the vast field 
opened to life underwriters by the hold- 
ing of large estates. who need life insur- 
ance to protect their property and phy- 
sical assets from disintegrating at the 
hands of state and federal inheritance 
and estate tax collectors. 

The meeting was very largely attended 
and Thomas’ address proved very inter- 
esting and instructive. 

x * * 

Portland, Ore.—The Oregon association 
at its annual meeting elected the follow- 
ing officers for 1925: Leslie Rice, the 
Equitable of New York, president; Seth 
Thompson, Penn Mutual, vice-president; 
George T. Colton, Massachusetts Mutual, 
secretary-treasurer; William Sheehy, 
Oregon Life; Roy Denny, Missouri State 
Life; Donald Green, New England Mu- 
tual, and Tom Brinder, Equitable of 
Iowa, executive committee members. 

x * * 

Cleveland, 0.—The Northern Ohio divi- 
sion of the Ohio sales congress is hold- 
ing its sessions this years in the Broth- 
erhood of Locomotive Engineers’ audito- 
rium. An attendance™-of about 1,200 is 
expected. Invitations are being extended 
to a number of business.and professional 
men to hear Dr. Huebner’s address 
“The Scientific Treatment of Life Values 
Through Life Insurance.” 

No registration fee is charged mem- 
| bers of the Cleveland association, the 
| fee of $1.50 paid by non-members being 
| sufficient to defray the expense of the 
congress. Members whose dues are not 
| paid up to date are also obliged to pay 
| 
| 
| 
| 





the same fee as non-members. 
x * * : 
Richmond, Va,.—E. D. Duffield, presi 
dent of the Prudential, has accepted a0 
invitation to address the Richmond as 
sociation at its next meeting Mar. 1. 
| Mr. Duffield will be in Richmond on that 














Another Dividend Increase 






































Another sizable dividend increase, in 1925—following a sizable 
increase in 1924. Penn Mutual “low net cost” is real!—and it 
helps the Agent. 

A life insurance prospect should take cost into account, 
while insisting on quality, just as he does in buying commodities. 
Why not? 

PENN MUTUAL low net cost is notable, and our life insur- 
ance service is in the first rank of quality. 

In addition to the dividend increase we have further liberal- 
ized, and simplified, an already splendid contract—a highly intel- 
ligible document for Policyholders. 

We welcome men and women of ideals, ability, and con- 
scientious industry. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
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Old Line Bankers Life Insurance Company of Nebraska 


FINANCIAL STATEMENT OF JANUARY FIRST, NINETEEN HUNDRED AND TWENTY-FIVE 




















ASSETS LIABILITIES 

First Mortgage Farm Loans.............++s+e00. $18,844,614.36 Reserve (Full Net Level Reserve)............... $16,958,365.28 
Cash in Office and —  RERAAES 9 EEE 255,109.92 Death Ciatees, Femi Bete ils cc cubhncececccckace 32,800.00 
Cash Loans on Company Policies............+... 3,565,325.48 Premiums Paid in Advance...........0ssseeeeees 9,004.98 
Municipal Bonds.........+++seeeeeeeseecseeeeees 692,034.39 Tuterest Paid im AGwamet...ccccccccccecccvcceces 97,542.54 
Liberty and U. S. Bonds............seeeeeeeeeee 421,323.06 Aapattel CreGt TR chins ce vc cdccevececsocess 22,009.43 
Bloene Olio Beidime. «<6 cc csccnccccccccsceccces 133,531.63 SUORONSS ACCOM aise co chccecccccceccesesescece 294.37 
ee S|. es eS ee ee 340,165.86 Premiums Paid on New Applications, Policies Not 
Net Deferred and Unreported Premiums.......... 204,067.84 OS BOSNNG soc cade ab Badese coenteanccesthesese as 1,065.68 
Furniture and Fixtures Account...............06. None Reserve for Dividends and Installments left with 
eo ecedeceuba eusecees None CHNOET gcc cep tetb a ccccccccusccesececesces 22,761.19 
eet NS. 6 bid 4S 0S aN Webigeu's cde dak dened None ne ee ee 150,000.00 
eR ALE AE 8 | FEE aa None Reserve for Salaries, Medical Fees, etc. ........., 22,222.33 
Agents’ Debit Balances..............+.-+. Riss None CHEE DORGE ..o Sap eeeeans cc cncecscscccccccescen 100,000.00 
eee BO iatindcd bcs aus cele céccccssrteveese None Surplus for Protection of Policyholders.......... 7,040,106.74 

Assets, December 31, 1924. ...........ceeeeees $24,456,172.54 EE coseus ob c0cendéedeoceseesianscbowacesest $24,456,172.54 

RECORD OF NINETEEN HUNDRED AND TWENTY-FOUR 
EER TLE oS eee $ 3,098,270.68 I SE ec Leos cea kehawees os toes teu $ 375,857.00 
PEP TEEELELO TEE re 1,287,380.24 Cash Payments to Living Policyholders............ 1,959,378.45 
i ricnn indies +b sé ctceseresesescs 4,426,524.07 TOE FEE COMM poccccscequecdccccssuess 2,337,235.45 
SRCROREGE BOs sc ocaeds ctdubicececedéudedceeue 12,083,779.00 Income Exceeding Disbursements................. 1,176,439.52 
, Total paid policyholders since date of organization, $14,859,139.76 
Insurance in Force December 31, 1924, $104,394,184.94 
Percentage of Death Losses paid to Mean Insurance....... 0.366 Percentage of Total Terminations to Mean Insurance....... 7.61 
Average Percentage of Actual to Expected Mortality, December 31, 1905, to December 31, 1923....... 39.14 








WE LEAD THE WORLD IN OUR HOME STATE IN OLD LINE INSURANCE IN FORCE 





























Capital $200,000 





The Systeman 
Security Holder 


is the best leather container on the 
market designed to provide a place for 
Insurance policies, bonds and other 
valuable papers. 





Your client will appreciate that such 
a holder typifies quality service. The 
goodwill that it creates will be far in 
excess of its cost to you. It helps de- 
liver extra policies. Use the coupon 
below. An examination of the Holder 
will convince you. 


Ts life insurance agent who 
wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 





The Price is $2.25. 
There is a large size at $3.15. 
Liberal quantity discounts. 


In lots of 25 or more your name printed on holder 
without charge. 


E. L. KAUFMANN 


Room 700, Austin Bldg. ' 


I would like to examine a Systeman 
| Security Holder. If I decide to keep it 
I will remit $2.25 within ten days. If 
not, I will return the holder. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


Ba tne pull RNa GEM CITY LIFE INSURANCE COMPANY 
Chicago, III. I. A. Morrissett, Vice-Pres. 
Telephone Wabash 3933 =, Address ..............cceeeeceeeeees DayTon, OnI0 
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Strange, 
and yet— 


Twins—born in different 
years. 


Thomas was born 
Wednesday night, December 
31st, 1924. His twin brother, 
James, was born Thursday 
morning, January Ist, 1925. 








“Strange,” you say, and 

; yet you will admit that the 
perfectly natural procedure was for the parents, Mr. and Mrs. T. B. 
Daniel of Amarillo, Texas, to arrange. for their thrift plans immedi- 
ately. -A Lincoln National Life Juvenile Policy for $1,000 on each 
of the twins was the result. 


This new JUVENILE POLICY is written on the lives of chil- 
dren one day old up to 14 years. Full face value of the policy is 
reached on the anniversary of the policy on which the insurance age 
of the child is 5 years. Policy issued on Twenty Pay Life, Twenty 
Year Endowment or Terminal Endowments maturing at ages 16 to 
21, inclusive. 


Waiver of further premiums in event of the death or disability of 
the father may be provided by the Payor Insurance feature. In event of 
the death of the child the policy is payable to the father. 


Results being obtained by Lincoln National Life agents in selling 
this new JUVENILE POLICY prove it to be another good reason 
why it pays to 








Cine uP (wire THe QLINCOLN) 
The 


Lincoln National Life 
Insurance Company 


‘Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 
Now-_More Than $345,000,000 in Force 


























day with other home office officia) 
including G. W. Munsick, vice-preside», 
in charge of agencies; Willard I. Han. 
ilton, vice-president and secretary, anj 
F. A. C. Baker, assistant  secretar, 
The party will go south from Richmoy 
with a view of visiting other agencix 
in that territory. At the last meeting 
of the Richmond association, the Pr. 
dential agency was requested to put , 
the program at the March meeting, ay 
so it was decided to call on Presiden 
Duffield to make the principal addres 
when it developed that he would be jy 
Richmond Mar. 11. 
e ¢@ @ 

Kansas City, Mo.—President John w 
Clegg of the National Association » 
Life Underwriters addressed a larg 
meeting of life underwriters of Kansas 
City Monday noon. Mr. Clegg gave on 
of his intensely practical and stimula. 
ing talks, pointing the way for life yw. 
derwriters to greater accomplishment 
as they gained vision of their own possi. 
bilities and developed their own pres. 
tige. The wealth of ideas he gave wer 
then supplemented by pointed urgings to 
hard work to make the national conven. 
tion a success. He made a comparisw 
of the national convention with th 
Philadelphia sales congress, in case the 
attendance did not exceed 2,500, but 
President Myers of the Kansas City as- 
sociation had already assured President 
Clegg that fully 4,000 underwriters 
would be present at the national conven- 
tion. Mr. Clegg was in conference with 
the officials of the local association, ané 
with committees, during practically his 
entire stay here, day and night. He 
went to Omaha from Kansas City. 


* * * 


Peoria, Ill.—The February meeting of 
the Peoria association was held Thurs- 
day. The program committee arrange 
for ;the following speakers:: Miss Orral 
Conver, superintendent women's depart- 
ment, Massachusetts Mutual Life; & 
Stanley Marshall, superintendent Pre 
dential; Dieterich H. Pottker, manager 
Metropolitan Life; Fred D. Crawsha¥, 
manager Aetna Life. 

*x* * * 


Los Angeles, Cal.—An attendance esth 
mated in excess of 250 marked th 
monthly dinner-meeting of the le 
Angeles Association. Ernest R. Put 
nam, manager of the Phoenix Mutual 
had charge of the entertainment pre 
gram. The first speaker was Dr, Frank 
Dyer, pastor of the Wilshire Congregs 
tional Church, whose subject was “Look- 
ing Out Upon Life.” 

George W. Ayars, former president for 
two consecutive terms, was given @ 
enthusiastic welcome. He spoke on “A# 
a Man Thinketh in His Heart.” “As! 
have been going about the country dur 
ing the past three or four months 
said Mr. Ayars;““one great problem has 
cropped out, one that is bothering people 
everywhere, whether in the insurance 
business, the manufacturing business, 
the mercantile lines. This problem it 
the finding of men. This condition ® 
particularly true in every life insurance 
office whether home office, gener 
agency or local agency, Everywhere th 
cry is for men, men who can go forward 
men who can rise. Some men know the 
A of business or profession, others kno¥ 
the A and the B, others know the A. the 
B, the C, and all the rest’ of the alpht 
bet. The latter are the ones who = 
to the front. In my travels T have aské 
executive after executive what is wrom 
with the field forces and everywhere th? 
answer is the same—there are few = 
who know more than one ar two letter 
of their profession.” ; nd 

Winslow Russell, vice-president 
agency manager of the Phoenix — 
Life. departed from the tonic | 
to him and spoke on “Making the on 
as a Salesman,” emphasizing the rece 
sity for a balanced program. 


e 

A. T.. Saltzstein, general agent for i 
New England Mutual Life “ae i. now 
who accompanied bv his wilt. tare: 
en route for Egypt, was t¢ page! ers of 
well luncheon last week bv meriends in 
his agency and several other abn acted 


the profession. Robert 
as toastmaster. 





thing. but in addition to the mt 
life, 20-pay and 20-year ¢P 10 years 


Little Gem Life Chart cives 
dividends and net costs om 10 - 
life and 10 and 15 year endowm 
little feature not shown in — Gem* 
much appreciated by the as 
20.000 users. Order your 1925 Co 
from The National Underwriter 


ents. * 
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Lone a standardized sales talk. Mr. Williams | his agent to this point as soon as pos-| understand it. The life insurance sales- | 'S then locked. If anyone is tardy, =e 
e asked a _ his agency on a strictly busi- | sible. He must be in a position to| man should tell the man in a language fine him 25 cents- for _the first week, 
» ovat ey asis, with regular rules that have | forget the mere living demands. that he can understand just what the | 5? cents for the next, 75 cont for the 
here the 0 be tollowed. Standardized Sales Talk policy will do for him. We work out next and $1 for A next. ' hen iy 
ew met Started to Find What Is Al: : Used . | a sales talk that will hit the bull’s eye. — over Sey 11 a om isc ryy y 
) letters the People Wanted —— We change it from time to time, if | ‘™¢y or = :* 4 is fio, whe not 
ot a . Mr. Williams has a_ standardized | necessary. We keep it up-to-date. We ag ee wit * oh . tie ° i. 
oe mE sowiedged Der. 2, 19°2, sales talk on this special policy, repre- | want it to hit real conditions and mod- | "®t W! der ad a eon no tk life in 
ssigned i ae : manager. He senting his own experience and that of | ern life. paige we are “a M aa mot ta ti se m 
e Grade oO Sa... 76 "~s He went to other people in whom he had confidence,| “The day of the individual salesman es oy > - id “sai rox a 
- neces ar ta rie gd aul, state manager, who knew something about what the | is done. If a man is working alone it aaa y ge di side talkers ‘alli enter 
lesen aay thie Ress gee ot people really desire in their hearts. This | takes too much strength. His vitality is liter = = = m im ta lees a 
Cthesinstic ac will wags. virile, and | sales talk is learned by heart by the | soon drawn out. He as an individual is Se eee ad ~ Ton a 
ve ME Could be ; wlded aan ity, material agent. It is used by every agent. He/| called on to take much punishment. pty _— * . ~y — ° nae on 
LA ate cae Mr Willen He urged becomes letter perfect in it. Mr. Will- | Today work of this kind must be done a owl hen y id , — 2 id. . do 
is now clared that he y sald illiams however de- | jams said. that only 7 percent of the | through cooperation. It must be mass > a th > a be me bed od ith 
a fat ae x be wont not remain and con- | earning capacity of the people of the | play. We don’t follow the old system life vans. em an : co satura “ wit 
= in had been end = oe the lines that he country is protected. Some 85 percent | in war of having two sides stand out “e par Senay = cy hug i 
n acted fore spent ican do. He there- of the agents who enter life insurance | and shoot one another. The soldiers oy ve iol oF gg Be ge © nave 
to door, up and ~ o Teens, from door | fail, These figures, he said, are tre-| get in a tank and the tank takes all the | @’KS 0" Diology, geology, etc. 
neapolis. in high aa y pa pt of Min- | mendous in the lesson they carry. There | bumps. Those on the inside co-operate | wen Go to the Gymnasium 
5 overt oring to find out a ad places, endeav- | is something the matter with life insur- | to win the fight. They are working to- for Proper Exercise 
sainatt Sheng? lat t ; people desired. | ance salesmanship and the way life in- | gether. When I started, we had two 
nts, 4 insurance should } oeuenanen that life surance men are trained and handled. | agents. We are now working 25 or “On Thursday noon, I have a man 
—a People in its aaa 1 = brought to these | He thinks it is a big reflection on the | more. come here, who is a professional reader 
fea | convinced that east Seam... He became | business that there is such vast waste. “We based our sales talk at first on | and a singer. He reads to us for 10 
pook® monthly income 7" basis should Here are some of the points that Mr. | the ordinary life policy. We found that | minutes, taking some poem or selection 
Gem* widow for five aa or the dependent | Williams made: | agents of other companies would follow | that has nothing to do with insurance. 
py now the head of the ~ ye my death of “The less that a salesman knows | us up, and discourage the assured, tell- | Then we go to the Athletic Club and 
‘o se or instance, | about life insurance and its ramifications | ing them they would have to pay pre-! we all spend another 10 minutes in 
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CONTRACT DIRECT WITH HOME 


Manager Wanted 
State of FLORIDA 


PROGRESSIVE com- 
A pany with contracts 

that appeal when pre- 
sented. A company of proven 
reliabilities. 


The Indianapolis Life Insur- 
ance Company is purely mu- 
tual with a record of nineteen 
years of consistent, steady 
growth—still growing. Low 
initial premiums that reduce 
by liberal annual dividends. 
Paid 20% extra dividend in 
1923 and 1924. Increased 
regular dividend average of 
26% for 1925. 


For the year 1924 The 
Indianapolis Life Insurance 
Company has enjoyed a 
splendid business. The Com- 
pany and Agents always co- 
operate and work together in 
the closest harmony. 


We as well as our agents are 
forging steadily forward toa 
greater business and prosper- 
ity. We desire men who will 
fit into such an organization. 


Only aggressive wide- 
awake men of integrity 
and ability need apply. 
This is a rare oppor- 
tunity. Write us if you 
believe you can qualify. 


The Indianapolis Life 


Insurance Company 


FRANK P. MANLY, President 
INDIANAPOLIS, INDIANA 


FORTY-EIGHT MILLIONS OF LIFE INSURANCE NOW IN FORCE 














chorus singing. This same man is our 
leader. Then we spend another 10 min- 
utes in calisthenics. We play indoor 
baseball for a while. Then we go to 
the natatorivm. I require all our men to 
go through this program, unless one is 
excused by a doctor as being physically 
unable to go through the setting up 
exercises. 

“On Saturday we have a third meeting 
where we go over all our troubles, have 
our kicks, complaints, make suggestions, 
find fault, or do anything that we desire. 
We wash our dirty linen behind closed 
doors. The same system of fines is fol- 
lowed in every gathering. Our office is 
in charge of a board of governors, who 
are men who have produced applications 
for 52 continuous weeks. Every new 
man has to explain his failure to produce 
consistently to this board. If a new 
man has gone three weeks without 
getting an application, he must report at 
9 o’clock every day, he is put through 
a regular regime and put on trial. If 
he misses a day in not reporting, one 
week is added to his schedule. The 
board of governors passes on a number 
of questions. 


Agents are Trained in 
Art of Public Speaking 
“We have a regular report card show- 


ing what the men did in the morning, 
the afternoon and the evening. We 


want to know how our people spend | 


their leisure time. : 
“At the Saturday meetings, we have 
our men trained in public speaking. We 


discuss all sorts of questions. There | 


are two men who must speak at every 
meeting on some subject. In this way 
they get themselves free from self con- 
sciousness. I realize that men are in 


demand who can speak in public, who | 


can present their cause before the 
people. I want our insurance men to 


be able at any time to get upon a plat- | 


form or get up in their seats and express 
themselves easily and clearly. 

“In case of the members of the board 
of governors, I pay all their fines. 
This is much more humiliating than to 
have them pay. If any agent who is 
not on the board, objects to paying his 
fine, I always volunteer to do it, and 
that gets him in bad with the rest of the 
men. In case a member of the board of 
governors loses out because he does 
not produce an app-a-week, we hang 
crepe about his picture and turn his 
chair upside down. 


Leave a Written Explanation 
With the Assured 


“We believe in having our assureds 
understand their policies. When the 
policy is delivered, aside from the talk 
that is given when the main features are 
interpreted, we leave a man a written 
explanation bound in blue with the 
man’s name on it. This tells him about 
his policy. It hits the high spots in 
which he is vitally interested. 

“On every Monday evening at 8 
o’clock, we hold a policyholders meeting 
at our office. We have 25 chairs. These 
are always filled and some are sitting on 
the table. I do the speaking there. I 
take up with the policyholders the 
salient features of their policies, I go 
over the same ground that has been 
coveted by the salesman. Thus the 
policyholder is impressed with the fact 
that I am making the same points that 
the salesman did, which assures him that 
the salesman has told the truth. I find 
that people need financial leadership. 
We tell them why we are selling this 
policy. We explain their needs and tell 
them how this policy will help them 
meet their needs. We put it up as a 
complete investment. I give the same 
talk every night. 


Tell the Hearers How 
They Can Get Out 


“Sometimes I go into the economic 
conditions of the country, and tell them 
the great changes that have been 
brought about. I tell them the necessity 
of thrift. I am very frank with these 
policyholders. I tell them what they 
can get out of their policies, tell them 
about the Joan values, cash surrender 


——=—=—= 
values, and all that. I do not want the 
to go away feeling that they have beg 
deceived. I find that these people ag 
questions, they want to be advised, the 
want us to tell them what to do. . 

“They will call up the office and gip 
us names of prospects. They will seg 
people to the office, to learn about jij 
insurance. I tell them that all of x 
are our brothers keepers. We are p 
sponsible for people with whom we hap 
relationships. I tell them it is up » 
them to preach the same gospel that | 
am preaching. If they are conviney 
that what they are doing is the righ 
thing and is helpful they should tg 
other people about it. Because the salg. 
men all tell the same story and I tell th 
same story, people believe in it. Ever. 
thing is standardized. We are all wor. 
ing together. There is not one ing. 
| vidual trying to do one thing and » 
other, another.” 


| Three Important Elements 

| in Every Organization 

| Mr. Williams said there are thre 
! 

























elements in every organization: 

1. Aggregation. It is necessary jp 
; get men. wire 
| 2 Standardization. There should » 





one process. 

| 3. Specialization. “When men at 
| matured, and after they have learned Va 
| this contract, for one, two or thre 

| years, then they are fit to go into othr 

| lines. We get them in the app-a-weeé 

| habit. If they want to sell inheritance 

| tax insurance or some other line aite It wo 
they have learned to make a living, tha t this 't 
it is up to them. It is my problem w alesmet 
| get these men in the habit of earning 












| enough to get not only the necessities properly 
| but some of the luxuries. They x plement: 
| making money. We have eight or te Mijution « 
| automobiles owned now by our met Miinethods 


purchased during their first year’s work nye 
| It is essential for a new life man to a 
| get results right away. The sales mar Bjpot hope 
| ager should forget self interest. He fis prepa 
| must work for his men. If he is to & Bijrogram 
| a leader he must be a servant. He reyes 
must render service to his salesmen 


hand. 
Should Meet Demands gen 
of the People 


< 5 : , uses anc 

“Why sit on the doorstep of the rich annot : 
and try to sell big policies when ther hine ur 
are thousands of humble folks that neti Bijemonst 
the attention of life insurance met’ Bio buy. 
Sell the people whom you canvas fou car 
in language that they understand. Lt Bis man 
them know just what this policy wi Bi, partic 
do for them. Solve the bread and butte’ Biiione the 
problem with your salesman first asl Prospect 
then he can talk to his people and be? Hitompany 
solve their problems. All our busines our co 
or most of it, is written on the monthl] Bianies a 
payment plan. We want people to pa The | 
their insurance just as they do the Bin T; 
grocery or other bills. We find thatt venly b: 
renews better than written on any othe hey nec 



















payment plan.” pnd stati 
———— The | 

H. & A. Conference Speakers ie Bel 

In addition to the speakers listed ® ecogniz 


the printed program sent out this weet - 
for “and ih-oieiee meeting of fh in their 
Health & Accident: Underwriters Confer material 
ence at St. Louis, Mar, 3-4, it has bet? 

announced that Lawrence McDaniel. * 

St. Louis attorney, will be the speak On th 
at the Conference dinner. Mr. Mac- 
Daniel is considered one of the be 
humorists of the middle west and is ® anual 


nhown 








entertaining banquet speaker. E. ° hart, bi 
Bowlby of the Fidelity Health & aed he Uni 
dent has been substituted for M. by the | 
Hobart of the Ministers Casualty Unie 7 years 
as leader of one of the round table publisher 





sions. oil 

Legislative activities in the varie® 
states affecting accident and health ie 
surance are expected to figure prom 
nently in the informal discussion. 
Nearly all of the legislatures are n0¥ h 
session and there are several bills pe™ 
ing which vitally affect that class © 
insurance, 






Dr. Charles E. Albright, speci#! 2° 
of the Northwestern Mutual Life, “pus 
of a group of leading Milwaukee net 
ness men who have organized the ita 
West Side National Bank_ with bs 
and surplus of $250,000. The ney sixth 
is located at Grand Avenue aneé dow! 
street in the center of the newest 
town business section. 

















